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BLACK TOM LIABILITY 
NOT YET DETERMINED 


Risks Will Probably Be Taken Up 
Individually Later on This 
Question 








IMPORTANCE OF NON-WAIVER 





Opinion Growing Among Companies 
That No Liability Attaches Outside 
of Black Tom 





The developments in adjusting the 
lines involved in the Black Tom Island 
explosion loss, confirm the statements 
made in The Eastern Underwriter im- 
mediately after the fire. The com- 
panies are proceeding through the 
main loss committee appointed to su- 
pervise adjustments and the various 
other committees working on the loss, 
with the idea that future developments 
may affect their liability in particular 
instances and although adjustments are 
proceeding, no settlements will be 
made until the situation is thoroughly 
cleared. 


Liability Outside of Black Tom 
Uncertain 

The liability of the companies for 
loss outside of Black Tom Island is a 
question that remains undecided. 
There is a general belief among com- 
pany executives that claims resulting 
from the explosion, but not connected 


with the original fire are distinctly ex- 
plosion losses and for these no liability 
attaches. An exchange of opinion 
among the company managers has con- 
firmed this view of the situation. 


Non-Waiver Stipulation Used in All 
Adjustments 


Before any adjustments proceed, the 
companies are securing from the in- 
sured signatures to a non-waiver agree- 
ment in which it is stipulated that the 
action of goi \g ahead with adjustments 
and salving the merchandise shall not 
be construc ~ as recognizing the loss as 
a direct loss within the meaning of the 
policy. 

Importance of Salvage Work 


Under the non-waiver agreement the 
importance of the salvage work is evt- 
dent. Without having to make a 
lengthy investigation as to the origin 
of the fire, the cause of the individual 
loss and the question of liability in 
each case, the companies may proceed 
to keep the losses down as much as 
possible by quick salvage work. There 
is a large amount of merchandise in 
the first half-dozen warehouses upon 
which the loss has been minimized al- 


(Continued on page 14.) 
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“ Che largest fire insurance company in America’ 
ELBRIDGE G. SNOW, President 


THE HOME 


INSURANCE COMPANY 


NEW YORK 





Cash Capital, $6,000,000 
ALL BRANCHES OF FIRE INSURANCE. 


Automobile Registered Mail 
Commissions Rents 

Hail Sprinkler Leakage 
Marine—Inland-Ocean Tourists’ Baggage 
Parcel Post Use and Occupancy 
Profits Windstorm 
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North British 
and Mercantile 
Entered United States In surance Co. 


1866 


Established 1809 


Policyholders protected by the entire United States assets, 
with further guarantee in every policy, of protection 
by entire fire assets of the company which 
are many times larger. 


“FIFTIETH ANNIVERSARY YEAR IN THE UNITED STATES.” 














NEW DISABILITY CLAUSE 


Embodies all the latest and most attractive features. 





Retroactive on old policies on request. 
Encourages new business from present policyholders. 


Best and most attractive disability clause issued. 


BETTER INVESTIGATE IT 


EQUITABLE LIFE 


OF IOWA 


Address J. C. CUMMINS, President, DES MOINES, IOWA 





PRUDENTIAL TO WRITE 
GROUP INSURANCE 


Company Believes There Will Be In- 
creasing Development of This 
Kind of Business 








TO FOLLOW USUAL GROUP PLAN 





Based on Intermediate Policies—Limits, 
$250 to $3,000—Commission 10 
Per Cent. With Renewals 





The Prudential of Newark will here- 
after write group insurance. In an- 
nouncing this decision President For- 
rest F. Dryden says: “There is @ 
demand for group insurance policies 
and a proper field for them to occupy 
and such policies will probably be writ- 
ten in increasing numbers.” The ex- 
planation is made that the Company 
has no desire or intention of substitut- 
ing this for individual insurances, but 
it believes that the representatives of 
the Company should have every facility 
for securing a share of this business. 

The Metropolitan Life, the other 
leading industrial company, has not 
attempted to develop group insurance. 
A few groups were written several 
years ago, but no special provision 
has been made for writing business in 
this form. 

Regulations for Group Business 

In outlining its plan for writing the 
new business, The Prudential follows 
the prevailing practices in connection 
with this business. The limits for in- 
dividual insurance will be from $250 to 
$3,000. The options will be those of 
the intermediary policies of thé Com- 
pany. No medical examinations will be 
required on the groups. The commis- 
sion will be 10 per cent. with three 


per cent. renewals from the second to 
the fifth policy. year. 
Details of the Plan 

Each group must consist of the em- 
ployes of a single person, firm or cor- 
poration, numbering not fewer than 
100, and the transaction must be made 
with the employer, who will be respon- 
sible for the premiums. The insurance 
will cover all the employes, except that 
at the option of the employer only those 
employes who have been in the service 
for some minimum period, such as six 
months or a year, may be included in 
the group. 

The amount insured on each life is 
to be fixed at the discretion of the em- 
ployer, and may be uniform, for ex- 
ample, $500 or $1,000, or graded accord- 
ing to class of occupation, period of 
service or amount of salary or in such 
fashion as may best suit the particular 
organization in question. No greater 
sum than $3,000, however, will be in- 
sured on any individual life, and, except 
in special cases, the minimum insur- 
ance will be $250. 

Provision is made for insuring em- 
ployes who enter the service after the 
issue of the group policy and also for 

(Continued on page 4.) 
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PLANS FOR RETIREMENT FUND 


ELEMENTS TO BE CONSIDERED 








Proposal as Prepared for Bank Com- 
* bines Features of Established 
Relief Systems ’ 





A bank that was considering estab- 
lishing a relief and retirement fund for 
its staff and employes, received in the 
following ‘tentative proposition from 
the Pacific Mutual Life, what seem to 
be the best features of the various 
plans adopted by a number of banks 
in different parts of the country. The 
principal benefits to the bank that 
‘would grow out of the establishment 
of a relief and retirement fund are thus 
stated by the Company: 

1. Since deposits are largely influ- 
euced by sentiment, public approval of 
the bank’s action will be a substantial 
advantage. 

2. The payment of insurance premi- 
ums may, as has been done by several 
banks in similar circumstances, be 
made to take the place of special gra- 
tuities, such as Christmas presents, 
which come to be looked upon as mat- 
ters of course and lose their intended 
effect. 

3. It will obviate the frequent calls 
that are made upon banks to take care 
of or help dependents of deceased em- 
ployes. 

4. It will, by the inclusion of accident 
and sickness insurance, indemnify the 
Bank, to some extent, for losses in- 
curred by the payment of salaries to 
employes whilst temporarily incapaci- 
tated. 


Bank Should Be Beneficiary 

5. It will furnish a retirement fund 
and contribute to the support of any 
employes who may become totally dis- 
abled whilst in the service of the Bank. 

The Bank should be the beneficiary 
and owner of all policies upon which 
it pays the premiums, with the under- 
‘standing that the amounts of death 
claims collected under such policies 
will be transferred to the heirs of de- 
ceased employes insured under them; 
and with the further understanding 
that should a policy become a claim by 
reason of permanent total disability the 
proceeds of it will be applied to the re- 
lief of the employe involved. 

The Bank should receive all sums 
paid by the Company on account of 
temporary disability, as well as the 
proceeds of policies surrendered owing 
to employes leaving its service. The 
amounts collected under these condi- 
tions would probably be credited to the 
general Relief and Retirement Fund. 

In case of an employe’s leaving the 
service of the Bank it could transfer 
to him the policy which it had carried 
on his life, in consideration of the 
amount of its cash value. This trans- 
action might be effected by the em- 
ploye borrowing the amount in question 
from the Company on the security of 
the policy. The advantage to the em- 
ploye would consist in obtaining in- 
surance at a lower rate than that 
charged at his attained age, and the 
difference would probably be much 
more than enough to offset the inter- 
est upon the loan. 

Forms Suggested 

The Company suggested $2,000 of 
tthirty-year endowment on the lowest 
rsubordinates and $2,000 of twenty-year 
endowment on men in intermediate 
positions. When an employe had, by 
‘ong and efficient service, worked his 
-way into the higher ranks occupied by 
assistants to heads of departments, the 
Bank might increase the insurance to 
$5,000. 

Each $2,000 policy should embrace 
total permanent disability insurance 
and provide for the payment of $10 
per week in case of temporary disabil- 
ity arising from sickness or accident. 

The non-participating plan of insur- 
ance is recommended. The net cost 
under this form would be less than 
under the participating during the first 
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seventeen years. Thereafter there 
would be a gradually increasing differ- 
ence in favor of the latter. But the 
gross difference in the entire term of 
the policy would not be sufficient to off- 
set the lower cost during the earlier 
period and the advantage to the Bank 
of being able to ascertain at the outset 
exactly would it would be required to 
outlay and what it would receive under 
all the various contingent settlements 
of the contract. 

For purposes of illustration let us as- 
sume an assistant teller, aged twenty- 
eight. 

Thirty-year endowment insurance to 
the extent of $2,000, with $10 a week 
accident and sickness insurance on his 
life would cost $66.80 annually. If he 
should leave the Bank 10 years after 
the issuance of the policy it would re- 
ceive $404, either from him or the 
Company, and its net outlay of pre- 
miums on his account would be $264, 
or at the rate of $26.40 a year. This, 
however, is assuming that the Bank 
had not in the meanwhile received any 
indemnity for the loss of his time due 
to accident or illness. It is safe to 
suppose that in the absence of the pro- 
posed benefaction the Bank would have 
paid considerably more than $264 in 
gratuities. 

In the event of the employe remain- 
ing in the service of the Bank for 30 
years after the issuance of the insur- 
ance it would mature for $2,009 in cash 
which, augmented by an addition from 
the general Relief Fund, and, perhaps, 
by the proceeds of a later policy placed 
on his life by the Bank, would furnish 
a suitable retirement pension. 

In the case of an employe of a higher 


PREPARE BEFORE INTERVIEW 





Time Spent in Getting Posted on Pros- 
pect Shows Results in Actual 
Case 





T. B. Sweeney, of the Equitable Life 
Assurance Society, says it has been his 
experience that the time spent in 
posting himself in advance about a 
prospect in order to be able to fit the 
proposition to his case, insures and 
expedites the sale to such an extent 
that time thus spent is saved several 
times over in the long run. 


“For example,” says Mr. Sweeney, 
“I called on Mr. B—— of Winchester, 
W. Va., and was met by a polite but 
firm refusal to discuss insurance. But 
knowing that he had a wife and one 
daughter, of whom he was particularly 
fond, and knowing the circumstances 
of both, I was able to interest him in a 
life income policy based on the age of 
the daughter, but payable first to the 
wife and then to the daughter, and 
came away with a check for $1,600, the 
first annual premium. In fact I could 
cite instances without end illustrating 
the absolute necessity for prepared- 
ness.” 








grade, aged 40 for instance, we would 
suggest $2,000 of twenty-year endow- 
ment at an annual cost of $99.70. 
Should he leave the Bank in ten years’ 
time the cash value of his policy would 
be $766 and the net cost to the Bank 
$231, nearly the same as in the former 
case. 








To such, we will give good 
newals and bonus. 
Agencies. 


CAPITAL $250,000.00 
Operating—LOUISIANA, 











Wanted=General Agents 


NEW ORLEANS and MONROE, LA. 
AND OTHER PLACES 


We want Men who have had experience in appointing and 
directing Agents, and who are good producers themselves. 
Must be able to finance their own 


You may write me in strict confidence. 


WILLIAM R. HELIE, Supt. of Agencies. 


Louisiana State Life Insurance Company 
SHREVEPORT, LA. 


contracts with long-term re- 


W. T. CRAWFORD, President 








TEXAS and ARKANSAS 


COMPANY HELD RESPONSIBLE 


FOR ACTS OF GENERAL AGENT 





When Proceeds of Policy Are Not 
Properly Delivered, Beneficiary Can 
Collect Full Amount 





A case in which the general agency 
of a company had failed to make what 
the court construed as a proper de- 
livery of the proceeds of a policy, the 
company is liable for the full amount 
although it may have paid this to the 
general agent previously for the pur- 
pose of discharging the claim. 


The company sent to the general 
agent its check for $2,000 payable to 
the beneficiary. The general agent 
sent a sub-agent to deliver the check. 
The widow beneficiary could neither 
read nor write and the check was 
brought back with her “X” endorse- 
ment. It appears that she refused the 
check and asked for cash. She ap- 
peared at the office of the general 
agency and procured $200 for funeral 
expenses and was induced to leave the 
balance, $1,800, on deposit at 6 per 
cent. interest semi-annually. 

At the time the agent handed her 
the currency he also handed her a 
sealed envelope which she put in a 
trunk. After some time the interest 
failed to come regularly. Three years 
later she looked into the envelope and 
found a certificate of stock in an in- 
vestors corporation company. 

The jury found the company liable 
for $1,800 and interest from the time 
of the suit. The exceptions filed by 
the company were overruled by the 
Supreme Judicial Court of Massachu- 
setts, who say, in part: 

“If the plaintiff declined to accept 
the check because she desired that the 
amount due her should be paid in cash, 
as the jury could have found, and she 
endorsed it solely for that purpose, it 
never having been delivered to her, 
the defendant is liable, even if the 
proceeds were afterwards misappropri- 
ated by Mosher. It is liable in the 
same way that it would be had it sent 
cash to Mosher to pay the claim, and 
the plaintiff had declined to accept the 
cash so sent, because of the denomina- 
tion of the bills, and Mosher had 
promised the plaintiff to have the bills 
changed and to pay her later, but had 
failed to do so. * * #* 

“The defendant claimed that the 
plaintiff invested the balance of $1,800 
in the shares of stock and received 
such stock in lieu of the balance due 
under the policies, but the jury have 
found against this contention. 

“The general verdict for the plaintiff 
is not inconsistent with the finding 
made in answer to the first special 
question submitted to the jury.” Shea 
vs. Manhattan Life Ins. Co., 112 N. E. 
Rep. (Mass.), 631. Digested for The 
Eastern Underwriter by George J. 
Kuebler of the Chicago Bar. 


FIVE CASES EACH MONTH 





Equitable Starts New Contest for Last 
Six Months—Must Qualify 
Consecutively 





The Equitable Life Assurance Society 
has started a six months “ladder con- 
test,” in which only those agents will 
hold their positions in the contest who 
produce each successive month five new 
paid for cases. 


Those who pay for five cases in any 
month will get on the ladder, and will 
get one rung higher with each month’s 
record of five cases. For example, 
those who are successful twice during 
the period will reach the second rung, 
and those who are successful’ three 
times will reach the third rung, and 
so on. 
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An Extraordinary 
Mortality Exhibit 


80 PER CENT. OF SURPLUS GONE 
IN TWO MONTHS 





Experience of Order of Heptasophs 
Probably Worst in Fraternal History 
—Plan of Reorganization 





The Improved Order of Heptasophs, 
of Baltimore, has had to face one of 
the worst cases of excessive mortality 
among members that has been shown 
in any fraternal order. The situation 
was so bad that the order had to under- 
go a drastic readjustment of rates and 
a reclassification of members. Usually 
there are a sufficient number of mem- 
bers of fraternals opposed to increasing 
the rates, to prevent a thoroughgoing 
readjustment, but in the case of the 
Heptasophs, it meant do or die. As a 
result, the order was made actuarially 
sound, figuring on its membership at 
January 1, and assuming a continuance 
of the conditions and the membership 
at that time. 

But that condition has not been 
maintained. The experience of the 
Heptasophs during the past six months 
has continued in the same direction. 

Big Mortality Loss 

The extraordinary experience, even 
for a fraternal, which was shown in the 
Heptasophs is seen in the tremendous 
falling off in the funds of the order 
from the time covered by the exami- 
nation by the New York Insurance De- 
partment (October 25, 1915, because 
that was the close of its fiscal year) 
and the period of little more than two 
months to the close of the year. 

The examination showed that the 
Heptasophs had, on October 25, 1915, 
a surplus of $148,113.92. The report of 
its condition made to the New York 
Insurance Department as of December 
31, 1915, a few days more than two 
months, afterward, shows a surplus of 
$31,947.64. The increased liabilities in 
that period, which were almost wholly 
death claims, together with a decrease 
in assets, had swept away 80 per cent. 
cf the order’s surplus account. 

In the conclusion of their report on 
the order, J. E. Diefendorf and J. F. 
Tucker, examiners for the New York 
Insurance Department, said: 

“It is evident that the order has 
readjusted rates none too soon. The 
condition as shown in this report, com- 
pared with that shown in the order’s 
annual statement as of December 31, 
1915, is better to the extent of over 
$119,000. In other words, in two 
months the order’s condition has de- 
teriorated to the said extent, thus show- 
ing the tremendous mortality which is 
being experienced. 


Chances for Future Uncertain 
“On January 1, 1916, however, the 
order began a new era by virtue of 
the newly adopted rates which became 
effective on that date. Such rates are 





applied to all members at attained age. 
Theoretically this places the organiza- 
tion on an actuarially solvent basis, 
the only question being whether even 
the new rates are sufficiently high to 
meet the extra heavy mortality which 
most all readjusted organizations ex- 
perience as the result of many mem- 
bers lapsing their insurance who are 
in good health, thereby causing an ad- 
verse selection of risks. How far this 
element will affect this order is a con- 
jecture.” 

Readjustment of Assessment Rates 

At the regular convention of this 
order held last year a resolution was 
adopted providing for a general re- 
adjustment of assessment rates. Advice 
was sought of well known actuaries 
and plans were ultimately adopted 
whereby a thorough readjustment of 
the rates of the order became effective 
January 1, 1916. This contemplates 
placing the order on an actuarially 
solvent basis from said date by charg- 
ing every member, for mortuary pur- 
poses, the net rate according to the 
(National Fraternal Congress Table, 
with an interest assumption of 4 per 
cent., at his attained age, or the 
equivalent thereof as embraced in cer- 
tain of the options to be offered the 
members which will afford certain pro- 
tection to those who feel that they 
cannot pay the increased assessments 
wholly in cash. The options are as 
follows: 

(1) Members may accept the rate for 
the same amount of protection upon 
the new table at attained age nearest 
birthday; or 

(2) Pay the new rate, not at at- 
tained age, but at the age of entry, and 
have a lien charged against the cer- 
tificate for the amount of the deficiency 
in the reserve accumulation, the same 
to run at 4 per cent. simple interest, 
the total to be deducted from the face 
amount of the certificate at matur- 
ity; or 

(3) Continue to pay the present rate 
oz assessment and reduce the insurance 
protection to such an amount as can 
be purchased at the new rate at at- 
tained age; or 

(4) Members who are 65 years of 
age and upwards may have the privi- 
lege of election to take the following 
special option: 

Pay the monthly rate per $1,000 on 
the new table at age 65, viz.: $5.95, and 
receive the: protection indicated in the 
following table according to the age of 
the member at the time of choosing 
such option, nearest birthday: 


BBO TD sckccsedevones $1,000.00 
~ KE anea wes edalcwon 956.59 
© GE sevavascwesews 885.42 
SW Men eseneseses ey 839.85 
TR Swkigvinndennen 777.84 
OED sect epewewenas 728.17 
© SE wean eveseeews 681.66 
"EE paeveeew ener’ 637.04 
SWE! Kw Wew opine soe 594.41 
” FE Ghecddananecen 553.49 
© WE eke dep ee seman 515.15 


Those who are over 75 years of age 
will receive the like sum of $515.15. 








WHAT THE AUTO WOULD BUY 





Its Upkeep Alone Would Pay for 
$5,000 Life Insurance—Some 
Possibilities 





An interesting comparison between 
the results of a stated sum to purchase 
an automobile or to purchase life in- 
surance is made by the Equitable Life 
Assurance Society. 

Suppose, for illustration, $1,000 is 
specified as the average price paid for 
an automobile. Allowing $50 a year for 
the interest on the investment, and 
$200 a year for tires, repairs and up- 
keep, the automobile represents an an- 
nual carrying charge of $250. 

Now let us see what $250 will pur- 
chase in another direction. 

If invested in life insurance this same 
$250 will secure approximately $6,500 of 
insurance on the 20 A. P. form at age 
35, or $5,000 of insurance on the 20-year 
endowment form. 

At the end of 20 years which would 
you rather own—the automobile, with a 
probable value of $0,000, or éither of 
the life insurance policies, one worth 
approximately $4,000 and the other $5,- 
000 in cash? 

According to the “Scientific Ameri- 
can” there are two million automobiles 
in the United States. The total running 
expenses amount to $730,000,000 annu- 
ally. The value of the new cars pur- 
chased during the year makes a total 
of $1,180,000,000 spent for motoring in 
a single year. 











The order began writing protection 
in August, 1878. From said date to 
July 1, 1901 (a period of 363 months), 
it operated upon what is known as the 
50-cent monthly table per $1,000 at age 
21. From July 1, 1901, to January 1, 
1910 (a period of 102 months), it had 
in force the 67-cent monthly table, less 
7 per cent. for expense, which was 
equivalent to $.623 at age 21 per $1,000. 
From January 1, 1910, to August 1, 
1513 (43 months), it operated upon the 
72-cent monthly table, less 7 per cent. 
for expense, which was equivalent to 
using the full 67 cents for mortuary 
purposes at age 21, per $1,000. 

It appears that the readjustment 
made in 1910 resulted in the charging 
of so-called equalization liens against 
the certificates of those members who 
joined prior to July 1, 1901, the same 
representing the amount of deficiency 
which had been created by reason of 
the fact that, at the time of the 1901 
readjustment, such members began pay- 
ing the increased rate at their age of 
entry in lieu of at attained age. 





RE-ENTERS WISCONSIN 

The Germania Life has _ re-entered 
Wisconsin and announces the appoint- 
ment of Walter A. and Roland F. 
Schmitz of Milwaukee, under the firm 
name of The Schmitz Agency, as man- 
agers for the State. The Messrs. 
Schmitz have been large producers in 
Wisconsin for The Travelers. 


PRESIDENT WILSON TO SPEAK 





Accepts Invitation of National Asso- 
ciation of Life Underwriters to 
Address St. Louis Convention 





President and Mrs. Woodrow Wilson 
will attend the annual meeting of the 
National Association of Life Under- 
writers at St. Louis. The President 
will make an address before the Asso- 
ciation on the morning of September 
20. The Association will give a 
luncheon in honor of President and 
Mrs. Wilson that day. He will make 
no other speeches in St. Louis during 
his visit and will accept no hospitality 
except that extended by the National 
Association. 


ODDITIES OF LIFE INSURANCE 








The Hale Old Policyholder and the 
Staff Member Who Was Turned 
Down Years Ago 





The uncertainty of one’s ability to 
qualify for life insurance gives a fasci- 
nation to the business and it is also en- 
hanced by the odd situations resulting. 
Violence is due to the “expectancy” of 
the individual when the invalid survives 
the young and strong, although the 
mortality average holds good. 

A policyholder of the Equitable Life 
Assurance Society who was insured 
when the Society was only a year old, 
calls at the home office now and then 
to show that he is alive and vigorous, 
although his application for a second 
policy was turned down by the medical 
director and the officers of the Society 
all of whom have passed away. 

One of the home office staff who has 
been with the Society for over fifty 
years and who attends regularly to his 
duties, has no insurance because his 
application was declined some forty- 
five years ago. 

Some people pretend that they do not 
believe in life insurance because they 
are afraid they will live too long to 
make such a transaction profitable, but 
if some policyholders did not live long 
it would be impossible to provide for 
the families of those who die soon. 
And there are compensating advantages 
which make life insurance desirable 
for all men who can pay for it, and 
which should prompt every right-think- 
ing policyholder to congratulate him- 
self if many years elapse before his 
insurance matures. His long life en- 
ables him to continue to provide for 
those dependent on him. It gives him 
time, if he is of a saving disposition, 
to accumulate a capital, which, when 
added to his insurance, will leave his 
family in the end in comfortable cir- 
cumstances. 

Every man of sound judgment guards 
his property by means of fire insurance 
with the hope and expectation that he 
will never receive a cent in return. 
What folly, therefore, to refuse the 
safest and best investment in the mar- 
ket. 
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PRUDENTIAL DAY | 
The National Pay-Day 


means a check for the family on the first of every week or month, 
through a Prudential Weekly or Monthly Income Policy. 


Prudential agents are finding these among the most interesting 


propositions in Life Insurance. 


THE PRUDENTIAL INSURANCE CO. OF AMERICA 
Home Office: NEWARK, N. J. 
Incorporated Under the Laws of the State of New Jersey 


FORREST F. DRYDEN, President 
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Life Insurance 
Progress in Texas 





PASSED THROUGH THE TESTING 
PERIOD 





Companies Upon a Firm Foundation 
After Early Uncertainty—Volume 
of State’s Business 





Insurance is the best advertised busi- 
ness in the State, and Texas is the best 
advertised State in the United States 
insurance-wise. The formation of many 
companies selling the various lines of 
insurance indemnity carried the word 
and its meaning into every avenue of 
business in the State. The adoption of 
the Robertson Insurance Law, the sub- 
sequent withdrawal from the State of 
a great many outside insurance com- 
panies on account of the compulsory in- 
vestment feature of its provisions, and 
the publicity incident to the recent en- 
dorsement of the measure, by the citi- 
zens of the Lone Star State at the polls, 
has indelibly stamped insurance on the 
minds of vast numbers in all sections 
outside the State where influence was 
sought looking to the amendment of the 
law. 

The retirement through absorption 
and re-insurance of many of the compa- 
nies formed in Texas to write life in- 
surance, also other lines of the insur- 
ance business, would have created chaos 
among men less resolute to build insur- 
ance companies worthy of the name of 
their great State. It was expected that 
many of the companies would pass out 
of existence but interest centered in 
which of the company managements 
possessed the necessary ability to di- 
rect the affairs of building through the 
time of uncertainty and set the insti- 
tutions remaining on foundations of 
permanency. 

Among the Texas companies remain- 
ing and maintaining prominently ag- 
gressive organizations, will be found at 
the present time the Great Southern 
Life Insurance Company of Houston, the 
Southwestern Life Insurance Company 
of Dallas, the American National Insur- 
ance Company of Galveston, the South- 
land Life Insurance Company of Dallas, 
the Amicable Life Insurance Company 
of Waco and the smaller but ably and 
conservatively managed San Jacinto 
Life Insurance Company of Beaumont, 
and the Fort Worth Life Insurance 
Company of Fort Worth. There are a 
number of other companies in the State 
domiciled in various sections transact- 
ing the business of life insurance which 
make no pretense at being aggressive. 
Included among these are the Guaran- 
tee Life of Houston, Prudential Life of 
San Antonio, Texas Life of Waco, South- 
ern Union Life of the same city, and 
the Wichita Southern Life of Wichita 
Falls. 

Time may see others of these compa- 
nies pass out of existence through the 
merger or re-insurance route, but Texas 
life insurance company officials may be 
looked upon to prevent any cloud from 
dimming the lustre of the Lone Star 
State as a field for the building and de- 
velopment of life insurance companies. 

The following table gives the assets 
and insurance in force of the Texas life 
insurance companies remaining in busi- 
ness on December 31, 1915. 


Business 

Assets In Force 

Gt. South. Life. .$2,157,866 $35,472,934 
Southwestern Life 3,787,183 30,249,363 
American Nat’l. . 3,584,070 61,480,493 
Southland Life .. 2,143,132 24,635,061 
Amicable Life .. 2,449,773 13,427,796 
San Jacinto Life 126,385 1,213,138 
Fort Worth Life. 687,849 7,332,627 
Guarantee Life .. 1,579,698 13,270,934 
Prudential Life .. 267,385 4,519,060 
TOES. EATS. ..0su< 1,205,192 8,019,018 
So. Union Life .. 484,654 4,705,238 
Wichita So. Life 465,808 6,126,211 
Gibraltar Life 289,157 1,884,818 
Two Rep’b’cs Life 321,176 4,126,627 
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Working with William N. Compton and the John 
Hancock Mutual Life Insurance Company in New 
York City forms the happiest combination imagin- 
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Prudential to Write 

Group Insurance 

(Continued from page 1.) 

increasing the insurance, according to 
schedule, where the amount of insur- 
ance on an individual life is graded 
according to some definite plan that 
calls for increases from time to time. 

If a preliminary investigation proves 
satisfactory, the Company will issue 
the group policy without medical ex- 
amination of the individual employes, 
but additions to the amount of insur- 
ance by way of either granting insur- 
ance on new employes or increasing 
the insurance on present employes, will 
be granted only upon evidence of in- 
surability acceptable to the Company, 
which may necessitate, at the Com- 
pany’s discretion, the satisfactory pass- 
ing of a medical examination. 

Rates of premium will depend upon 
the ages of the employes and will vary 
according to the nature of the occupa- 
tions of the employes and will be 
quoted after proper investigation and 
classification of the risks included. 

Continue Policy Though Uninsurable 

Provision is made for an employe 
who may leave his employment after 
having been insured for at least one 
year to have the right to take out a 
policy for the amount of his insurance 
at the regular rate of premium, for his 
occupation, without medical examina- 
tion, and so continue his protection 
even if then uninsurable. 

A disability clause provides for pay- 
ment of the amount insured in instal- 
ments extending over five years upon 
disability prior to age 60 of male em- 
ployes. 

All group insurance policies will be 
issued on the annual dividend one-year 
renewable term plan. Premiums are or- 
dinarily payable yearly in advance, but 
in special cases quarterly or monthly 
premiums will be accepted. 

Regulations as to military and naval 
service in time of war provide for per- 
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mission to engage in such service upon 
application to the Company and pay- 
ment of any extra premium which may 
be charged. 

Claim-settlement options will be of 
the same form as those under inter- 
mediate policies. 

Subject to the rules of the Company, 
commissions will be on the following 
basis: Ten per cent. the first policy 
year and three per cent. for the second 
to fifth policy year, inclusive. 

In his announcement, President Dry- 
den says: 

“It is not the desire nor the intention 
of the Company to substitute group for 
individual insurances. It is felt, how- 
ever, that there is a demand for group 
policies and a proper field for them to 
occupy, and as such policies will un- 
doubtedly continue to be written, prob- 
ably in increasing numbers, whether 
The Prudential enters the field or not, 
it is only fair that our representatives 
should be enabled to enjoy a share of 
the business.” 





PEORIA LIFE CLUB MEETS 





Members of $100,000 Club Gather at 
Grand Island—Pres. May Attends— 
Van de Walker President 





An enthusiastic meeting of the 
$100,000 Club of the Peoria Life Insur- 
ance Co. was held last week at Grand 
Isiand, Mich., at which the new offi- 
cers of the Club were installed, and 
the members celebrated a banner year 
in the business of the Comnany. Presi- 
dent Emmett C. May and Superintend- 
ent of Agencies Henry Loucks were 
present from the home office. The new 
officers of the Club are: 

H. E. Van de Walker, president, 
Ypsilanti, Mich.; L. R. James, first 
vice-president, Cedar Rapids. Iowa: C. 
B. Rowley, second vice-president, Peo- 
ria, Ill.; N. EB. King, third vice-presi- 
dent, Sterling, Ill.; G. B. Patterson, 
secretary, Peoria, III. 





PURELY MUTUAL 


insurance issued. 


Mortality 60.31%. Interest 4.95%. 

















THE 
Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GKO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,420,012,571 
SATISFIED POLICYHOLDERS each year apply for over 35% of the new 


NORTHWESTERN POLICIES are easiest to sell and stay longest in force. 


AGENTS PROTECTED by enforced No-Brokerage and Anti-Rebate Rules. 


It Will Pay You to Investigate 
Income Insurance Before Selecting Your Company Large ‘‘Dividends ”’ 
‘ Write to 
Corporation Insurance H. F. NORRIS Low Cost 
Partnership Insurance Superintendent of Agencies Service Policy 


CHARTERED 1857 


Expense 10.46%. 























OLD RESTRICTIONS ARE GONE 


CONTRAST TO MODERN POLICY 








Former’ Limitations Look Queer— 
Policyholder Couldn’t Travel 
in South 





Some of the conditions and restric- 
tions in old policy forms look queer 
alongside the modern ‘contract. Take 
the policies of one company, for in- 
stance. In the early days of the New 
York Life the policies merely insured 
a man against death from certain 
causes and then only if death occurred 
within certain territorial limits. 

Time was when the policies were 
void if the insured went “beyond the 
settled limits of the United States,” 
or, without the Company’s consent 
traveled “south of the southern bound- 
aries of the states of Virginia and Ken- 
tucky between the first of July and the 
first of November.” 

In the early policies the limit of risk 
on one life was placed at $5,000. And 
added to this were other restrictions 
which made the taking of life insurance 
a very different proposition from what 
it is to-day. 

Practically No Restrictions Now 

Gradually as the Company gained 
experience these restrictions were done 
away with until the time came when a 
man could buy life insurance in the 
New York Life for $100,000,—or even 
more, protecting him absolutely under 
every circumstance and condition, in 
whatever part of the world he might 
live or travel. 


Annual Income and Complete Disability 

In the latest policies which the New 
York Life has just issued, the protec- 
tive idea is carried further than mere 
protection against death. Disability 
benefits have been introduced which 
mean that if an insured becomes wholly 
and permanently disabled through ac- 
cident or disease the Company not only 
waives payment of premiums, but pays 
an annual income to the insured as 
long ashe lives and remains physically 
incapacitated for any kind of work for 
gain or profit. 





PAYS FIRST EMPLOYE’S CLAIM 





One Week After the Prudential An- 
nounces Employes’ Insurance Sys- 
tem, First Claim Is Made 





Just one week after President For- 
rest F. Dryden announced the. inaugu- 
ration of The Prudential Employes’ In- 
surance, Charles A. Vile, an agent in 
the Philadelphia No. 9 district, died 
suddenly, and the Company was called 
upon to pay the first claim under this 
concession. 

Mr. Vile entered the Company’s ser- 
vice November 22, 1915, and, in accord- 
arce with the plan, he was entitled to 
$500 insurance. He had been with the 
Company only eight months at the 
time of his death. In addition to this 
pelicy, he carried a Twenty-Payment 
Life contract for $1,000 and a Weekly 
Ircome policy, from which his wife 
will receive $33.65 per week for thir- 
teen weeks. The Company acted with 
its usual promptness in the adjustment 
of the claims. 

Mr. Vile’s widow is very thankful to 
the Company for the amount paid under 
the concession, and the assistance that 
it means to her is an instance of the 
great good that this beneficent plan 
will accomplish for the families of Pru- 
dential representatives. 





A man may leave money to his wife 
and children. He cannot, however, 
leave them his experience with which 
to take care of his money so it will 
take care of them. But he can leave 
them a guaranteed monthly income 
which will take care of them, and which 
they cannot use other than by the 
month. Monthly income life insurance 
provides him this guarantee.—The Pru- 
dential. 
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HOW LIFE AGENT MAY BETTER HIS PRODUCTION 
By FORBES LINDSAY 


Superintendent, School for Salesmen of the Pacific Mutual 
Life Insurance Co. 
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Why does the average life insurance 
agent not do better: Why is he not a 
greater producer? 

The explanation is not to be found in 
lack of ability. The average produc- 
tion of full-time agents is less than 
$300,000 of paid-for business. That is 
ar amount which any man can secure 
if he goes about it rightly. 

I believe that the inadequate accom- 
plishment of the majority of men in 
cur business is attributable to a num- 
ber of causes. I shall try to demon- 
strate the principal of these. 


No Definite Object or Plan 

Lack of purpose. No. substantial 
success in any line of endeavor can be 
achieved without a clear cut concep- 
tion of the object sought and a well 
defined plan for its attainment. 

Ask the typical life insurance agent 
why he is in the business. He will an- 
swer: “Well, I want to make money 
and be successful.” “How much money 
and what kind of a success have you 
in view?” He has thought about that. 
“How do you purpose making this 
1uoney and gaining this success?” He 
hasn’t any clear idea on the subject. 

He is in the ‘business for all it will 
yield to him. But what that is to be 
he does not know. The whole thing 
is vague in his mind. He has never 
formulated his thoughts on the subject. 
He has never crystallized his desires. 

The first step on the road to suc- 
cess—and it is an essential one—is a 
clearly defined goal and a plainly laid 
out path to it. This is at once the 
fcundation and the stimulus of effort. 


Know What You Are Striving For 

You must make up your mind what 
you intend to be and to do. Are you 
ambitious of becoming a_ general 
agent? Decide upon the best course 
tc follow in order to gain your object. 
Do you prefer to follow the more in- 
dependent and care-free life of the so- 
licitor? Make up your mind what class 
ef solicitor you shall work up to—a 
$200,000 producer, a $400,000, a $500,000 
or whatever it may be. 

Plan the home you will build, the 
income you will enjoy, the car you will 
drive. Create a definite goal and keep 
it constantly before your mind’s eye. 
Each day make some advancement to- 
ward it, and never do anything which 
may retard your progress in the de- 
sired direction. 

A serious purpose and a settled plan 
will dignify your work and add zest 
to it. Mere money motive can never 
do that. 

Part of your plan must necessarily 
be the writing of a certain amount of 
business. Most agents commence the 
year with the intention of paying for a 


-sicted amount of insurance before the 


close of it and most agents fail to carry 
out their intention. These failures are 
not due to lack of ability but to want 
of system. 

On the first of January, the 31st of 
December appears to be a long way off. 
There’s lots of time and the agent 
dawdles along until presently the first 


three months have slipped away and 
orly $10,000 have been accounted for. 
Nc need to worry, however, there are 
still nine months. He continues to 
take it easy and the close of the half 
year finds him with $30,000 paid for. 


Failed for Lack of System 

Now he wakes up and realizes that 
in the next six months he must do 40 
per cent. more than the proportional 
amount. He goes to work seriously 
and at the end of the quarter has 
brought his total up to $55,000. Inci- 
dentally, he has produced the proper 
quota for a three months period. 

With $45,000 wanting he attacks his 
task strenuously, but with anxiety and 
agitation that do not make for best 
results. By dint of utmost effort he 
pays for $35,000 and closes the year 
with $90,000—10 per cent. short of his 
mark. 

Now this man has failed in his un. 
certaking. At the same time he has 
produced $60,000 in six months, prov- 
ing his ability to produce $100,000 or 
even $120,000 in a year. He falls down 
simply because he has actually only 
worked during seven months of the 
twelve. 

There is not a man within hearing 
of me but what can pay for $100,000 in 
a year. I sincerely believe that a deaf, 
dumb and blind man could secure that 
amount of business by merely going 
around for seven hours a day and hand- 
ing out his business card. He’d come 
across a sufficient number of men who 
could be closed without canvassing. 


A Simple Method of Attaining Quota 

There isasimple but infallible method 
of writing a certain amount of busi- 
ness. Reduce your quota to the small- 
est practical unit: That entails getting 
down to work on the outset. 

Your figure is $100,000, let us say. 
Put it on the basis of $10,000 a month, 
2.500 a week of written business. That 
is making ample allowance for rejec- 
tions and other contingencies. Your 
working quota is $2,500 of business to 
Le written every week of the year. 

You will have noticed that I said 
every week of the year. That is to say, 
ycu have a liability due on the 7th of 
January and you must begin on the 
ist to prepare to meet it. 

If in any week you write no more 
than $2,000 your quota for the next 
week becomes $3,000. If on the other 
hand, you write $4,000 in one week, the 
excess is to be considered as a contin- 
gency reserve to be held against a spell 
of illness or a non-productive vacation. 

This simple system, followed serious- 
ly. is bound to result in the production 
of $100,000 of paid for business. As a 
matter of fact, it is more likely to re- 
sult in a much larger production. 


How to Keep Up Interest 
Failure to maintain interest is anoth- 
er cause of short-coming. This is a 
drawback with which we all have to 
contend more or less. In all walks of 
life men find it difficult to sustain in- 
terest in their work. 








An Average Difference in Mortality for 7 Years of Over 25% 
Proves the Value of 


TOTAL ABSTINENCE INSURANCE 


The Agent can sell preferred risks and more of them— 
We can demonstrate it to you. 


A LIFE TIME CONTRACT TO GOOD MEN 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 











PAUL ALEXANDER 


The life insurance agent usually 
starts his career with the fire of en- 
tkusiasm burning brightly and he 
keeps the flame alive for, perhaps, a 
year. But gradually it wanes and at 
last lies down to a condition of spas- 
modic flickering as the breeze of good 
fortune fans it or the rain of disap- 
rointment quenches it. 

How are enthusiasm and interest to 
be kept alive and maintained at a de- 
sirable degree of constancy? In a num- 
ber of ways, of which the time at my 
disposal will only permit of mention- 
ing a few. 

You will find the habit of working on 
a regular weekly quota a powerful 
agent in securing the desired condition. 
Nothing will keep your enthusiasm at 
par so surely as procuring applications 
frequently. Steady production is the 
easiest form of work. The man who 
writes business intermittently suffers 
the same loss of momentum and waste 
cf energy as does the way-train which 
puts on the brakes and gets up steam 
afresh at every station. 

If you have a set purpose in your 
business, a set goal, the constant con- 
t-mplation of that purpose or goal will 
sustain and stimulate your enthusiasm, 
Imagine yourself enjoying the condi- 
tion which is your ultimate aim and 
note your daily and weekly progress 
toward it. 

Fashion your goal of a piece of good 
stout hardwood. Paint it in bright en- 
during colors. When the wind of ad- 
versity or the buffets of difficulty tar- 
nish it, give it a fresh coat. Keep it 
ever bright and alluring before your 
mental vision. This will feed and stim- 
uiate enthusiasm. 

Other Suggestions 

Yet another means of sustaining in- 
terest in your work. Infuse the spirit 
of the game into it. Institute contests 
with yourself and others. Match your- 
self against some fellow agent. Strive 
ove month to beat your record for the 
previous month or your best previous 
record. Make a bet with your man- 
ager that you will pay for a certain 
amount of business in a given time. 

Another way of keeping up interest 
in your work is by studying your busi- 
ness and constantly striving for in- 
creased efficiency. The physician who 


GOES WITH GERMANIA LIFE 


COMPANY ANNOUNCES CHANGE 








Paul Alexander to Represent Company 
as Manager in Eastern New 
York Field 





Paul Alexander who, since January, 
1909, has been supervisor of agencies 
for the Fidelity Mutual Life for the 
States of New York, Maryland and the 
New England field, has accepted the 
position of manager for the Germania 
Life for Eastern New York with of- 
fices in the Arkay Building at Albany, 
N. Y., effective from September 1. 

Mr. Alexander entered the life in- 
surance business in 1899 with the Met- 
ropolitan Life. In 1903 he became 
district manager for the Mutual Life 
at Schenectady and three years later 
was promoted to the position of field 
superintendent for that Company doing 
organization work in the State of New 
York. 

As a personal producer and agency 
organizer Mr. Alexander has met with 
unusual success and he knows the field 
thoroughly. 


should depend entirely upon practice 
fc: improvement of his skill would 
soon drop behind in the procession. In 
order to make headway he must read 
the medical journals and the latest 
books on his profession. 

So the life insurance agent who as- 
pires to success and advancement in 
his business must keep posted on it. 
He must read instructive articles in 
tlle class publications and study books 
ou salesmanship and kindred subjects. 

Must Know His Business 

The time is fast approaching when it 
will be required of the life insurance 
agent that he shall be technically edu- 
cated, just as it is required of men in 
cther professions. The public demands 
better education, the companies aim to 
furnish it. Soon there will be no room 
in our business for the man who is 
anything but a technical expert and an 
efficient salesman. Most of us will see 
the day when the uneducated, untrain- 
ed, life insurance agent will be classed 
with the “shyster” lawyer and the 
“quack” doctor. 

I have reserved to the last one of 
tie strongest reasons why the average 
lLfe insurance agent does not do better. 
‘bere is in our business a powerful 
agency for production which is avail- 
able to all of us. Nevertheless, it is 
ertirely neglected by many and utilized 
to the utmost by comparatively few. 

One of the most universal traits of 
human nature is pride of ownership. 
You see evidence of it on every hand. 
How often you hear men say: “My 
dentist is a wonder,” “My tailor is the 
best in town,” “My golf ball is a bird,” 
“My machine has them all beaten.” 
Yes, you find men boasting every con- 
ceivable thing under the sun but one; 
you seldom hear a man say: “My life 
insurance company is the best.” 

Why should this distinction exist to 
the disadvantage of life insurance? Is 
there any sound reason why this uni- 
versal trait of pride of ownership 
should stop short in its effect upon the 
owner of a life insurance policy? I 
think not. Moreover, I believe that, 


(Continued on page 7.) 
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Industrial and Ordinary Insurance 


The WESTERN and SOUTHERN LIFE 


INSURANCE CoO. 


....CINCINNATI, O. 


svaevedecgeee'ss $ 8,763,565 


Insurance in Force ....... 
Branch offices in all the larger cities of Ohio, Kentucky, Indiana, West 
Virginia and Western Pennsylvania 


AGENTS WANTED 


W. J. WILLIAMS, President 
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IMPORTANCE OF WARRANTIES 


DISTINCTIONS MUST BE MADE 





Agent Should Understand Effects of 
Representations on Relations of 
Company and Assured 





Blake Franklin, assistant counsel! 01 
the Pacific Mutual Life, points out 
why it is important that every life in- 
surance salesman should have a clear 
understanding in respect to (1) when 
the statements in an application for a 
policy are to be construed as warran- 
ties and when as representations, and 
(2) the legal effect of a warranty and 
of a representation. 

In cases arising under this Compa- 
ny’s policies of the current and more 
recent issues, the first inquiry is an- 
swered by the provision of the contract 
itself that, “All statements made by 
the insured shall, in the absence of 
fraud, be deemed representations and 
not warranties,” but instances occur in 
ecnnection with policies of other issues 
when it is. more or less difficult to de- 
termine the question. Some of such 
policies specifically provide that all 
statements made by the applicant shall 
be construed as warranties, in which 
event the courts will generally so in- 
terpret them. However, if the facts 
admit of any doubt as to the character 
of the statements, the courts will re- 
solve such doubts against the Company 
by holding the statements to be merely 
representations. In this connection, 
the following language of the Supreme 
Court of Arkansas, in the case of Met- 
ropolitan Life Insurance Co. v. John- 
son (150 S. W. 393), is of interest: 
“Whether statements by insured to in- 
duce insurer to issue a policy are war- 
ranties or representations depends on 
the language in which they are ex- 
pressed, the apparent purpose of their 
insertion or reference, and in some in- 
stances on the relations they bear to 
other parts of the policy or applica- 
tion, all reasonable doubts being re- 
solved in favor of the insured.” 


The Difference Between the Two 


The care with which the courts in- 
quire into the nature of the statements 
of the applicant is explained when we 
come to consider the question secondly 
suggested in the opening paragraph. 
There is a vast difference in the legal 
consequences in construing a _ state- 
ment to be a warranty rather than a 
representation, for, if of the former 
class, falsity will furnish adequate 
grounds for avoidance of the policy, 
irrespective of the materiality of the 
subject matter of the statement, where- 
as, if of the latter class, avoidance can- 
not successfully be claimed unless it be 
shown that the statement in question 
was material to the risk and not sub- 
stantially true. As will be readily ap- 
preciated, a rigid enforcement of its 
rights under the doctrine of warran- 
ties made it possible for an insurance 
company under the earlier forms of 
contract to work gross injustice and 
hardship upon insurants and claimants, 
since even innocent misstatements in 
respect to the most trivial and imma- 
terial matters could be availed of to 
nullify a policy or claim. Unfortunate- 
ly. instances occurred in which compa- 
nies took unwarranted advantage of 
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NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 


FRED A. HOWLAND, President 
PART OF THE 1915 RECORD: 


Largest paid-for new business. 

Largest payments to policyholders. 

Largest dividend payments. 

Passed two hundred millions in insurance in force. 
General surplus substantially increased. 

Dividend scale increased fifth time in eight years. 


A good policyholders’ company is a good company for the agent, 
Write to Edward D. Field, Superintendent of Agencies, Montpelier, Vermont 


Mutual 








this situation. Although the courts 
have sought to avoid these injustices 
by construing the statements as repre- 
sentations instead of warranties when- 
ever the facts permitted, the relief thus 
aftorded has been inadequate, with the 
result that, in many States, laws have 
been passed practically abolishing the 
common law distinction between war- 
ranties and representations, and com- 
panies have been forced by the pres- 
sure of public opinion and competition, 
aid, in many cases, by their own sense 
of justice and right, to modify the 
terms of their policy contracts so as to 
substantially accomplish the same pur- 


pose. An example of such a modifica- 
tion is the provision from this Com- 
pany’s recent policy forms above 
quoted. 


While the policy conditions in re- 
spect to warranties and representations 
have thus been modified so as to pro- 
tect the applicant from serious con- 
sequences following the inadvertent 
making of false statements in respect 
to immaterial matters, the fact should 
not be lost sight of that the Company 
may lawfully and properly insist upon 
avoidance of the contract for any mis- 
statements fraudulently made. In other 
words, it is still the plain duty of the 
salesman to see to it that all questions 
in the application are truly and fully 
answered. 





HANDLING THE PROSPECT 





Overcoming Opposition—Sparring for 
Openings—Things the Solicitor May 
Talk About 





A real sale always begins with indif- 
ference or positive objection on the 
part of the customer. To write down 
orders for things the buyer wants and 
knows that he wants is not salesman- 
ship. The man who sells is the one 
who first encounters opposition and 
then removes it. 

If he is skilful he has a thousand 
expedients at his command. Perhaps 
he drops business for a time; he seeks 
to get acquainted with the man in front 
of him and to discover some point of 
common interest that will permit a 
real coming-together of the contending 
forces. There are a few random re- 
marks, far removed from the subject of 
goods and prices. The salesman has 
every nerve alert to catch the slightest 
expression of interest on the part of 
the merchant. Another conversational 








Security Mutual Life Insurance Company 
Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 





scrtie is tried. Quick! The defender 
weakens. A faint crack begins to show 
in his armor of indifference. Trust the 
salesman to take advantage of the 
opening! The breach widens. The at- 
tacking force rushes in; Fortress Inter- 
est is gained; and the sale is under 
way. It is a beautiful thing to watch, 
this contest of wits. The debating 
forum. seldom witnesses keener mental 
combat than is to be seen in countless 
stores the country over whenever a 
real salesman confronts a_ shrewd 
buyer. 

But whatever may be the particular 
method used to change indifference to 
interest, the change is always made 
before the sale is effected. The char- 
acteristics of every sale are initial op- 
position, skilful maneuvering, and final 
friendliness. 

Now, so far as the successful sales- 
man is concerned, there may be no par- 
ticular reason why he should be asked 
to put his sales under a microscope and 
pick them to pieces. If he is a top- 
rotcher it is perhaps just as well to let 
him go on applying his knack, instead 
of requiring him to go back and chart 
the course he has already successfully 
followed. But what about the man who 
has not caught the knack, who is not 
clcsing the proper percentage of at- 
tempted sales, or who is without expe- 
rience, and who is looking forward to 
success in the selling field? Is his case 
hepeless’ Shall he admit that he is 
not a “born” salesman; must he go 
back to digging ditches or to teaching 
school? There is only one answer to 
such a question. The idea of the ne- 
cessity of a salesman being “born” has 
been pretty well exploded in the pres- 
ent business generation. Every sales 
manager knows salesmen who have 
been taught the methods that are now 
bringing them success. 





Sympathy, no matter how sincere, 
pays no bills, educates no children, does 
not take the place of the bread-winner. 
Life insurance does all these things. 
Leave your family a more substantial 
heritage than the sympathy of neigh- 
bors. —The Prudential. 


SALES TALK FOR ATTORNEY 





Novel Method Used by Field Man to 
Close. a Lawyer—Citing 
Precedents 





A life insurance field man had an 
attorney prospect and in closing the 
case he adopted a novel method which 
he recommends for use on any attor- 
ney. The life insurance man is J. W. 
Day, agency director of the New York 
Life at the Oregon branch. Mr. Day 
based his talk on a familiar legal 
formula and “made” his case by estab- 
lishing it on a “table of precedents.” 
He gives the conversation as follows: 

“Mr. Attorney, your business and 
my business are very similar. How 
did you win your last case in court? 
By citing precedents of the Supreme 
Court, did you not? And have you not 
lost cases where your opponent was 
able to cite a stronger precedent, or 
one more applicable to the point at 
issue, than you were able to cite in 
support of your position?” 

“Certainly.” 

“Well, my business 
precedent. Here is my ‘Table of Pre- 
cedents’ (turning to the mortality 
table) and it shows that you stand to 
lose this case, because the precedents 
prove that you are going to die, and if 
you do not possess this policy when 
you die, the case is lost to your bene- 
ficiary. I am attorney for your benefi- 
ciary, and I don’t want to see her lose 
this case.” I then pulled out that excel- 
lent graphic mortal‘ty table—Bridge of 
Life (printed in the “Bulletin” years 
ago, and which I have carried in my 
wallet, covered with a p‘ece of trans- 
parent draftsmen’s cloth ever since, 
and which was recently reproduced for 
the field again), and gave him an illus- 
tration through his eye as well as his 
ear. “Mr. Attorney, pick out your 
position on this bridge. You are enter- 
ing on the last pier. Aren’t you? See 
how they are falling through. The pre- 
cedent is against you. Don’t let this 
case be lost. Give me your check. I 
am pleading this case for your bene- 
ficiary.” * 


And he gave him the check. 


is founded on 





Live OPPORTUNITIES are OPEN 
for AGENTS who CAN DELIVER 


Men capable not only of writing 
applications but of collecting the 
premiums, are always welcome to 
our forces and can be advanta- 
geously placed. 


Union Mutual Life Insurance Co. 


PORTLAND, MAINE 
ARTHUR L. BATES, President 


Address: ALBERT E. AWDE 
Superintendent of Agencies 


7 W. Madison St., Chicago, Ill. 











An old, well established, progressive life insurance company, with unexcelled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The Eastern Underwriter 


105 William St., New York City 








GAINS 


In written business. 

In paid-for business. 

In amount of insurance in force. 
Material gains for the first six months 


of 1916 over the same period in any 
previous year. 


Incorporated 1844 





GENERAL AGENCY OPPORTUNITIES FOR ENERGETIC MEN 


STATE MUTUAL LIFE ASSURANCE COMPANY 


OF WORCESTER, MASSACHUSETTS 


WHY 


Its record of 72 years. 

Its unexcelled contracts. 

Perfect co-operation between Home Office 
and Agency force. 

Prompt service to Agents and policy- 
holders. 

A corps of agents content, knowing that 
there is none Better than theirs. 


BURTON H. WRIGHT, President 
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WHY SHE SHOULD INSURE 





Some Strong Reasons Why Every 
Woman Should Take Out 


Life Insurance 





Life insurance for women, something 
not considered at all, not so very long 
ago, is now a big and important eco- 
nomic fact. Its necessity is universally 
recognized and the amount of insurance 
on the lives of women is increasing by 
big totals. What are the reasons that 
apply particularly to women? The Ohio 
State Life has summarized a few of 
these points effectively as follows: 


Its Strong Savings Feature 
First. Life insurance in any of the 
old line companies is recognized as the 
safest investment. In the past ten 
years over six hundred banks and trust 
companies have failed, while in more 
than thirty years there has not been a 
failure of an old line life insurance 

company on a legal reserve basis. 


Second. An insurance policy is the 
most convenient form of saving. It is 
hard to find a safe and profitable in- 
vestment for a small sum of money, 
while any amount from $40 up can be 
invested in an endowment policy and 
paid annually, semi-annually or quar- 
terly, as convenient. 

Third. Ninety-nine out of one hun- 
dred will save more by an investment 
which requires the payment of a defi- 
nite sum at a fixed date than if they 
merely plan to lay by what they can. 

Fourth. The endowment policy has 
the advantage over other forms of in- 
vestment, as it provides an estate for 
the insured. If you have deposited forty 
dollars in the bank, that is all your 
beneficiaries will receive in case of 
your death. If you had paid the same 
amount on an endowment policy, your 
beneficiaries would receive $1,000. 


As a Business Proposition 

Suppose a piece of property worth 
$1,000 should be offered to you on year- 
ly payments of $50, the owner agreeing 
to pay the taxes and give you annual 
dividends on the money you have in- 
vested instead of your paying him in- 
terest on your notes secured by mort- 
gage. Suppose he also would agree in 
case of death to cancel the indebted- 
ness and.deed the property to your 
heirs. Wouldn’t you think it the best 
bargain you ever heard of? This is ex- 
actly the contract you make in buying 
an endowment life insurance policy. 

The leading professional and business 
men of the country carry heavy life in- 
surance. There are women having life 
insurance policies amounting to $500,- 


000. Nearly all intelligent business and 
professional women carry insurance 
policies. 


There is a great difference in poli- 
cies as to cost, the number of years 
they run and other provisions. It is 
possible to find one suited to the cir- 
cumstances of each individual. Start 
yours now. 


How Life Agent May . 
Increase Production 
(Continued from page 5.) 
life insurance being one of the most 
important of a man’s possessions, it is 
quite possible to make the pride of 
ownership exceptionally strong in that 
connection. As a matter of fact, it is 
sometimes done, but the instances are 
sc rare as to emphasize the general 
absence of the condition. 

Possibilities in Old Policyholders 

The truth of the matter is that we 
do not exploit our policyholders to any 
thing like the extent that we should. 
We can and we ought to make them 
as enthusiastic about our particular 
company as they are about any other 
concern with which they have deal- 
ings. 

But how? By precisely the same 
methods as other concerns employ. 
And those methods may be summa- 
rized as continued attention. 








NEW GENERAL AGENT AT NEWARK 





F. Clark Smith of the Smith-Case Co. to Represent Columbian 
National Life In Six Counties of New Jersey 


The Columbian 





National Life of Bos- 
ton, has appointed 
F. Clark Smith, of 
the Smith-Case Co., 
Inc., of Newark, N. 
J., as general agent 
for the Company in 
the following coun- 
ties in the State of 
New Jersey: Morris, 
Essex, Passaic, So- 
merset, Hudson and 
Bergen. 

Although not as 
old as most of the 
large agencies in 
Newark, Smith-Case 
Co., has taken a 
prominent place 
among the leaders 
of that city. The 
agency occupies con- 
venient headquarters 
on the fifth floor of 
the Kinney Building. 
Besides represent- 
ing the Columbian 
National Life and 
nine standard fire 
companies for fire 
lines, the Smith-Case 
Co., handles a large 
volume of automo- 
bile business. 

F. Clark Smith, 
the president of the 
firm, is a good hust- 
ler, a good mixer 
and has been respon- 














sible to a large de- 
gree for the agen- 
cy’s success. 

Only a few months ago the Smith- 
Case Co. was appointed general agent 
of the New Amsterdam Casualty for all 
Northern New Jersey. In addition to 
the foregoing, the agency represents 


F. CLARK SMITH 


the Commonwealth Insurance Co., of 
New York; Mercantile of New York; 
Svea, Nord-Deutsch, Stuyvesant, Hum- 
boldt, of Pittsburgh, and People Na- 
tional Fire of Philadelphia. 








How does a man acquire his enthu- 
siasm for a certain make of automo- 


bile, for example? Seldom, if ever, 
merely by the use of it. After he has 
purchased, the manufacturer, directly 


or indirectly, keeps in touch with him. 
He receives circulars relating to the 
machine and reads advertisements ex- 
tolling its superiority. The salesman 
calls upon him at intervals to learn 
how it is running and takes_the oppor- 
tunity to increase his satisfaction and 
enthusiasm. He is not treated as dead- 
wood after he has bought, but is culti- 
vated as a prospective customer for a 
repeat order and a booster for new 
business. 

An enormous amount of possible 
business is lost to life insurance agents 
by failure to treat their policyholders 
in the same manner. If we did as the 
automobile people do we should find 
large numbers of men taking policy 
after policy in the same company, just 
as they buy one model after another of 
the same machine, and recommending 
that company to their friends. 

Our policyholders are enthusiastic 
when we sell to them usually but by 


neglect we allow their feelings to die. 
Cultivate your policyholders. Make a 
pcint of seeing them at regular inter- 
vals. There are few practices of your 
business which will yield better re- 
tuz>ns for the time and labor expended. 


Success Summarized 


I will close with a brief series of in- 
junctions summarizing the conditions 
which you must standardize if you de- 
sire to bring your productiveness up 
<0 an approximation of the utmost po- 
ontiality: 

Formulate a definite purpose and 
snake a well-defined plan for carrying 
it out. 

Organize yourself and systematize 
your efforts. 

Maintain your enthusiasm and stim- 
uiate your interest in your business. 

Study your profession and incessant- 
ly strive for increased efficiency in it. 

Cultivate your policyholders and 
make them a prolific source of new 
business. 

In these final sentences I believe 
that you will find a nearly complete 
formula for success. 























Busy! 


Satisfied Home Office! 
Contributing causes: 


and Field. 


Busy! 
Great days, these, for life insurance. The public is buying with unprec- 
edented freedom. Our representatives are getting a most liberal share. 
Delivered business far ahead of last year to date. 


Unexcelled policy contracts, enviable low cost, 
high reputation of Company, strong backing of Field by Home Office, 
excellent Field magazine, and fraternal relations between Home Office 
Occasionally we have a General Agency opportunity. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 


SPRINGFIELD, MASSACHUSETTS 
Incorporated 1851 
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Prosperous Field!— 
















THE 
First Mutual 


Chartered in America, 1835 


New England 
Mutual Life 


Insurance Co. 


BOSTON, MASSACHUSETTS 


ALFRED D. FOSTER, President 
D. F. APPEL, Vice-President 





FINANCIAL STATEMENT 


Assets, Jan. Il, 

1916 .........$74,274,980.68 
Lees 2. ccc ccs 69,154,791.00 
Serples .occccce . $5,120,189.68 


The New England Mutual’s recognized 
position in the front rank of American 
companies is the result of seventy-two 
years of honorable, capable and equitable 
dealing. If you are a “front rank” man 
—you want to be identified with such an 
institution, 


EDWARD W. ALLEN, Manager 
217 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 











BACK CALLS OR ORIGINAL? 





Which are the Most Profitable? —Man- 
ager Fell’s Test Strongly Favors 
Original Calls 





Which are the most profitable, back 
calls or original calls? T. R. Fell, man- 
ager at New York for the Massachu- 
setts Mutual Life, made a test and the 
result was strongly in favor of original 
calls. This is probably the experience 
of most life insurance men. In fact, 
many successful field men make it a 
rule never to make back calls unless 
they are practically unavoidable. Man- 
ager Fell says regarding his test: 

“The purpose. of this is to prove to 
the agent whether back calls or orig- 
inal ones are the more profitable. Of 
course, every agent has some back calls 
which he cannot avoid. My experience 
convinces me more and more, however, 
that it is the original call that counts. 
Out of the first 19 original calls I sold 
4 policies aggregating $14,500; one ap- 
plication for $2,000 was rejected. While 
making these 19 original calls, at least 
as many back calls were made on pros- 
pects who I thought could be written, 
but only one application, $2,500 was 
secured.” 





T. J. Gundlach, a represen- 


Three tative of The Prudential at 
Success Buffalo, says regarding his 
Factors excellent record: “What 

success has been mine is 


due, perhaps to three factors: First, a 
conscientious study of the business, a 
study of policy forms, the arguments to 
meet competition and the art of selling 
insurance; second, a persistent effort 
toward securing a self-made allotment 
and willingness to overcome obstacles 
in reaching that figure; third, a con- 
stant aim to make the acquaintance of 
people who may be possible prospects 
for insurance. Any honest man with a 
willingness to work and learn should 
attain equal success.” 





The insurance agency of the late 
Wm. D. Miers, of Ashland, Pa., will be 
continued by Mrs. Miers and her son, 


Paul H. Miers, trading as Wm. D. 
Miers. The present officers will be 
maintained. 
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| Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 
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Dr. O. M. Belfry, of 
the Fidelity Mutual 
Life, tells of an in- 
teresting case which 
emphasizes the point 
that there is a psychological moment 
for closing every case. 

“I went with an agent to see one of 
his men who had been passed over by 
all the big men of the State, and good 
insurance men, too,” said Dr. Belfry. “I 
was told that they had been unable to 
write him; that he had no insurance 
and did not seem to have any interest 
in it. We drove to his office, five miles 
away. He was a railroad man. I talked 
for half an hour, but he simply sat at 
his desk and said nothing. He never 
raised his eyes, nor gave any indica- 
tion that any one else was in the room. 

“At the end of that time I thought I 
had done enough for that day, and we 
retired as best we could. I had come 
to the same pass as the other men and 
I wondered what was the matter with 
that man or with us. In the morning 
we drove to see him again. As soon as 
I got to his door I took out the applica- 
tion, sat down and asked him his name, 
date of birth, and other things, and 
filled it out. I handed him the applica- 
tion and he signed it. I asked him for 
his check and he wrote the check. He 
never uttered one word. I telephoned 
for the physician and he came and ex- 
amined him, and except for the an- 
swers required by the blank he never 
uttered a word. When the policy was 
ready I delivered it and he never asked 
a question. It occurred to be to be a 
strange thing why the best insurance 
salesmen of that day failed to realize 
that the psychological moment had 
come in every case and they passed it 
over as I had the first day. Had I taken 
that application out the first day, he 
would have done as he did the next day 
without fail. We all failed on that one 
point, because we did not understand 
the man.” 


A Psychological 
Moment in 
Every Case 


co os +” 
In the course of a short 


Why He _ talk on the subject of in- 
Carried surance with a gentleman 
Insurance residing in New York City, 


he informed us that he car- 
ried two policies on his life, one for 
$5,000 and the other for $4,000. In 
reply to the question, “Why do you 
carry insurance?” he said: 

“Well it is just this way with me. I 
am forty-five years old; I have been a 
hard-working man, and have built up 
quite a trade in my line, but competi- 
tion is getting to be very close. Just 
as soon as I get something on the 
market, along comes some fellow that 
undersells me. I find out that the 
reason why he can do this is because 
he has some new kind of machine that 
I haven’t got. Well, the consequence 
is I am obliged to take all the money 
I have and buy some new machinery. 
I now have a shop that is worth to me 
—to me, mind you, about twenty thou- 
sand dollars. 

“Now, here is just why I carry in- 
surance. I married about five years 
ago. We have already had three chil- 
dren, and seem likely to have a big 
family. Now, if I had a lease of life 
for the next twenty years, I haven’t 
any doubt that I could provide for my 
wife and children at my death without 
the insurance. But I might die to- 
morrow, and then where would the 
family be? In the poorhouse, perhaps. 

“You might say, ‘Smith is worth $20,- 
000,’ but you never made a bigger mis- 
take. Smith-is worth just $9,000, the 
value of his insurance policies. You 
might say, ‘How about your shop? It 
is worth '$20,000.’ 

“Yes, it is worth that to me while I 
am alive; but supposing that I die to- 


——- 


night, what then? My business dies 
with me. The machinery in my shop 
will be worth to my family its value 
as old junk; that’s all. 

“Suppose I die to-night and leave my 
family in straitened circumstances, my 
wife and children would have to get 
out and hustle; but as it is, with my 
$9,000 insurance coming, she will have 
a bank account back of her, and if some 
one comes along and seeks to take ad- 
vantage of my death she will be in a 
position to show him the door. And 
then she can say to one of my trusted 
men, ‘John, you take charge of the busi- 
ness and run it just as Mr. Smith ran 
it. I have the money to pay the bills.’ 

“Now you see why I carry insurance. 
I can go to bed at night without worry- 
ing, because I know the wife and little 
ones will be cared for when I ‘pass in 
my chips,’ and I know I will pass away 
first; it runs in our family.”’—The 
“Prudential Record.” 

: * * & 


President A. R. Roberts, 
Principles of the Amicable Life of 


of Life Waco, Texas, digcussing 
Insurance limited premium policies, 
says: 


“The Limited Premiums policy com- 
bines a saving feature with insurance. 
In other words, the entire reserve is 
accumulated during the limited premi- 
um paying period which gives us our 
cue as to the class of prospects to which 
it is best adapted. 

“The general rule may be stated as 
follows: Present the Limited Premi- 
ums plan to all professional men and 
those on a salary basis, providing they 
are not more than forty-five years of 
age. 

“The professional or salaried man 
must provide his permanent insurance 
during his highest income producing 
years, and have his insurance needs 
adequately cared for, before his earn- 
ing capacity begins to fall off. One of 
the best tests, as to the fitness of this 
form of insurance, is to stop and con- 
sider whether or not the prospective 
buyer has an opportunity of investing 
his surplus earnings directly in the busi- 
ness or vocation in which he may be 
engaged. If he has no such opportun- 
ity he is always a prospect for the Lim- 
ited Premiums plan unless he fall in 
the class, mentioned under our discus- 
sion of the Life Continuous Premiums 
plan, whose financial ability will not 
permit investment under any higher 
premium form. 

“Owing to the fact that by far the 
larger portion of insurers fall within 
the professional or salaried class it has 
naturally followed that, Limited Pre- 
mium insurance has become the most 
popular form of insurance sold and is 
becoming more so each year. This 
class of insurers have been educated 
to realize that they will want and need 
insurance ten, fifteen, or twenty years 
hence as well as to-day and should they 
take endowment insurance, which 
would mature at the end of the period, 
they would be confronted with a great- 





THE CONSOLIDATED 
INVESTMENT COMPANY 


909-910 Finance Building, Philadelphia, Pa. 
WILL BUY Stock of any going In- 


surance Company. 


WILL BUY and pay more for De- 
ferred Dividend Policies within 
five years of maturity than the 
Companies will. 

And at times has For Sale at Attractive 
Prices Securities suitable for 

Insurance Companies 











ly increased rate and the probability 
of not being able to pass the necessary 
physical examination for new insur- 
ance. This form of insurance further 
provides a savings feature by means of 
the cash surrender or loan value in sub- 
stantially the same proportion to pre- 
miums paid as the endowment forms, 
provided it is advisable or necessary to 
avail themselves of it at the end of the 
premium paying term. 

“Considered broadly, the Life Twenty 





The ‘Home Life” 


The fifty-sixth annual state- 
ment of the Home Life He 
Insurance Company, of which 4 
George E. Ide is President, pre- 
sents a record of substantial 


Annual Premiums plan is best adapted benefits to its policy-holders 

to meet all requirements, but after all, ducing the . d lid p 
an analysis of the individual’s needs . wn $ a ’ 
must be made which may require the growth in financial strength. 

use of some other of the many up-to- Assets increased _ to 


date plans issued by the Company to 
best fit the individual’s needs.” 
od * a 


It has been said that the dif- 
Spare ference between success and 
Time failure to a business man de- 
Test pends upon the way he uses 
his spare time, as the Equi- 
table Life Assurance Society aptly 
points out. What a volume of business 
some men would write if they were 
thrifty of their time and prepared them- 
selves in their odd moments for system- 
atic careful work during the succeeding 
day. The master mind is in truth the 
one that refuses to neglect details. In 
preparedness lies the success of the 
agent, as well as the safety of the na- 
tion. (See to it before you go to bed at 
night that your work for the following 
day is definitely planned. Then carry 
the plan out, and see how your regular 
production far surpasses that of men 
who work along haphazard lines, or 
only when the mood seizes them. 


$32,029,439.71 after paying to 
policy-holders $3,447,381 
cluding dividends of 


$602,721 


The insurance in force was 
increased by $4,766,740 and 


is now 


in- 


$125,660,173 


For Agency apply to 


GEORGE W. MURRAY, 


Supt. of Agts. 
256 Broadway, New York, N. Y. 











Build Your Own Business 


under our direct general agency contract 





FOUNDED 1865 





Our Policies provide for: 
Double Indemnity, 
Disability Benefits, 
Reducing Premiums 


Unexcelled In 
Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life ie 
JOHN F. ROCHE, Vice-Pres’t 


and Trust Company THE MANHATTAN LIFE 
OF PHILADELPHIA INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 


See the new low Rates 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends 
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The OOD work is recognized by this 
Perfect Protection Policy Company. Men with their 
OF THE future before them should listen. If 


you wish a place where you can 
grow, where the Home Office knows 
first hand what you are doing and 
what your ambition is, if this hits 
you, think it over—then act. 


Pittsburgh Life and 
Trust Co. 


Home Office, Pittsburgh, Pa. 


RELIANCE LIFE 


known to the Insurance W. 
The Accident and Health gives full 
Protection for at least a third less 
cost. . casualty com- 
panies. n tract: 
as liberal as an ee mode. oom 


WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES 





Reliance Life Insurance Company i. a: oinealeaenes ’ 
of Pittsburgh President 


FARMERS BANK BUILDING 


PITTSBURGH, PENNSYLVANIA BOCAED 8. CUTSREE 


Vice-President & Manager of Agencies 














Ambitious, Productive and Trustworthy Life Agents may be ; 
benefitted by corresponding with the / 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
Inc. 1851 
New policies with modern provisions Attractive literature 
W.D. Wyman, President W.S. Weld, Supt. of Agencies 
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BANKERS’ CONVENTION PLANS 


USE PENNSYLVANIA R. R. TOURS 





Insurance Men to Attend—Special Con- 
vention Service Offered by Penn- 
sylvania System 





The Pennsylvania Railroad, through a 
special department, arranges all the de- 
tails for conventions, and associations 
and organizations of all kinds are tak- 
ing advantage of this service. The 
numerous national organizations of in- 
surance men, as well as the companies 
holding annual conventions at different 
points for their field men would find 
this service especially helpful. 

The thorough manner of providing 
for a large national convention, its 
transportation and all incidental fea- 
tures connected with travel and ac- 
commodations, is shown in the tours 
planned for the 42nd annual convention 
of the American Bankers Association to 
be held in Kansas City September 25 
to 30. A number of prominent insur- 
ance men will attend this convention. 

A twenty-three day trip has been ar- 
ranged, embracing a complete tour of 
Yellowstone National Park and visits 
to Salt Lake City, Denver and Colorado 
Springs, including a trip to the famous 
Cripple Creek gold mining district in 
addition to the stay in Kansas City for 
the Convention. 

There has also been arranged a 
Special Train de Luxe, making a fast 
schedule between New York and Kan- 
sas City, for the especial accommoda- 
tion of those who cannot afford the time 
necessary for the longer tour. This will 
permit of departure from the Hast after 
banking hours on the Saturday preced- 
ing the convention and arrival home 
before banking hours on the Monday 
following adjournment. 

Both those who take the Yellowstone 
Tour and those who make the shorter 
trip will have at their constant com- 
mand a Special Train de Luxe, of the 
finest grade of Pullman equipment, ex- 
cept during the tour of Yellowstone 
Park; the stay in Kansas City for the 
convention, and in Denver and Colorado 
Springs where hotels will be used. 

These trains will be electrically- 
lighted counterparts of the “Broadway 
Limited” and will consist of parlor- 
smoking, drawing room and compart- 
ment sleeping cars, observation cars 
and Pennsylvania Railroad restaurant 
cars, in which will be served all meals, 
except as otherwise mentioned in the 
itinerary. 

* * cm 


It is easy to excuse one- 


Features self for not working in 
Found Only the hot weather, but if 
in Summer one stops to think about 


it there are certain fea- 

tures about summer that are favorable 
to the life insurance man and yet are 
not to be had in winter. For instance, 
people are more accessible in summer. 
“A great time for the straight can- 
vass is summer. The whole family is 
living out-of-doors. People are on the 
porches, on the lawns and out among 
the flowers and shade trees of the back 
yard. The business man’s den has its 
windows and doors wide open. People 
everywhere accessible and easy to ap- 
proach for the life man who has a 
smile and is an adept at painting word 
pictures of the remarkable benefits 
wrapped up in a life insurance policy 
for father, mother, son and daughter.” 


IT WAS A LESSON IN TACT 





Required Careful Handling to Land 
Antagonistic Prospect, But Persis- 
tence Won 





T. J. Danner, of Pittsburgh, represen- 
tative of the Fidelity Mutual Life, tells 
of an interesting case in which he 
signed up an antagonistic prospect by 
judicious use of tact and persistence. 

“This was one of the hardest cases I 
have ever gone up against,” said Mr. 
Danner. “One morning I received 
through the mail a head office lead from 
an automobile dealer in the East End of 
Pittsburgh. I called and found with him 
a young man whom I realized was a 
salesman. When I showed him his sig- 
nature on the leaflet, he made a reply 
which I would not mention. He ended 
up with this: ‘I wish I had not sent it; I 
do not want any life insurance; I just 
got curious to know what it meant.” 


“T said, ‘That little ad has done its 
duty; you have asked for information 
and I have taken the trouble to come 
here to tell you about it.’ He told me 
that he was busy; that there was no 
use in taking his time and mine, and 
was about to dismiss the matter. What 
would you older men have done in that 
case? id said, ‘Mr. K., suppose I were 
to write inquiring about some of your 
wares and you were courteous enougn 
to come yourself or send one of your 
salesmen to tell me about it, and I said 
that if you could not tell me through 
the mail I did not want to do business 
with you? You have asked for this in- 
formation; it is hard to give by mail. 
Now, in all fairness, am I unreasonable 
in insisting upon an interview with 
you?’ He said, ‘No, you are not.’ I 
said, ‘You are busy; when can we get 
together:’ He told me to come back 
Saturday night. 

“When I went to his office again he 
made another remark that I cannot re- 
peat. He said he had been to New 
York all week and had promised to 
spend the evening with his wife. I 
saw the situation had to be met. I 
said, ‘Go; I have a wife and I know 
just what that means. We can set this 
engagement for any time next week 
that you say.’ He said, ‘Sit down; we 
might as well have it out now, but I 
want you to understand that I do not 
want any insurance.’ I was up against 
it. If I had started to talk in a cold- 
blooded way, I would have had a cold- 
blooded proposition. I had to get him 
warmed up to me. I started by casu- 
ally asking him where he was born, 
and he mentioned a town in Ohio. I 
happened to know several people there 
and got talking to him about them. 
This led to other mutual friends, and 
pretty soon we hit upon a few who 
were my policyholders. This helped 
wonderfully. 

“The next day he called me over the 
*phone and said that he wanted to take 
$5,000. On Monday he called up and 
asked me to come out again for a few 
moments. I went out there shaking 
and worried, and when I arrived I 
found sitting at his desk with him the 
young fellow that I had seen there the 
first time I called. He told me that he 
had thought so much about the matter 
that he wanted me to tell his friend 
about it. So I had them both examined 
for $5,000 and through the second man 
I got two ‘two’s’ and a ‘three.’ That 
case taught me one of my greatest 
lessons in tact.” 








Extracts from Report of Examination of 


SOUTHWESTERN LIFE INSURANCE CoO. 
By the State of Texas, June 28, 1915 

**Tt is noteworthy that this Company was organized without any promotion expenses.”’ 

**T beg to report further that I find the Company in excellent financial condition.” 


‘The volume of its business has steadily increased, its surplus is growing rapidly and 
its funds are being carefully conserved under expert supervision.’ 


Home Office, DALLAS, TEXAS 








METROPOLITAN LIFE 


| Insurance Company 


(Incorporated by the State of New York) 


Of the People 
The Campa By the People 
For the People 





The Daily Average of the Company's 
Business during 1915 was: 


639 per day in Number of Claims Paid. 


9,175 per day in Number of Policies 
Issued and Revived. 


$1,956,438 per day in New Insurance 
Issued, Increased and Revived. 





$326,616.59 per day in Payments to 
Policyholders and Addition to Re- 
serve. 


$146,602.49 per day in 
Assets 


Increase of 








Metropolitan Life Insurance Company 
Home Office Building 


JOHN R. HEGEMAN, President 








ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST - LARGEST - STRONGES1 
Southern Life Insurance Company 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 1915; 


ASOREB nveccccccccccsccsossccccssessesccsccccccccscsescoocese $ 12,620,857.65 
Liabilities .......+++0- ovccccces Scvecccesccveccccecsesese 10,818,731.99 
Capital and Surplus...........0++ besnedenenevswwesseseawes 1,811,125.66 
Insurance in Force......scccccccccccscceses peersecccccccsescccccesenes 104,822,701.00 
Payments to Policyholders since Organization..................+ 16,811,250.99 


Is Paying its Policyholders OVeT.........sc0.-:eesceseceeseecceeeees $ 1,350,000.00 annually 
GOOD TERRITORY FOR LIVE AGENTS 








DETERMINATION and ENERCY 


never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 


WILLIAM N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


OF THE 










ALJ 
E INSURANCE oe 


OF GOSTON MASSACHU: 











Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America’’ 
mean certain success for you. 





For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 


34 NASSAU STREET, NEW YORK, N.Y. 
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THE ABSURD FIREMEN’S RELIEF 
TAX 

The city authorities at Newburgh, 
N. Y., wish to consolidate certain of 
the fire companies of the city, to in- 
crease the efficiency of the department 
and reduce the maintenance and oper- 
ating expense. There is no objection 
to this step; indeed it is commended. 
But an apparently insurmountable ob- 
stacle exists in the ridiculously large 
firemen’s relief funds of the separate 
companies. These amount to more 
than $20,000. The money distributed 
for these funds is raised, as is weli 
known, by a two per cent. tax on the 
premiums of foreign fire insurance 
companies doing business in this State. 
There is no relation whatever between 
the amount of this tax and the needs 
for firemen’s relief in the State. 

Every community that has a fire 
company participates in the distribu- 
tion of this tax money. In some cities 
the amounts that have accumulated 
during the years of the tax (the origi- 
nal law was enacted in 1837) are so 
unwieldy that it is not considered good 
taste to mention the amount too pub- 
licly. There is a feeling even among 
the members of the fire companies 
themselves that they cannot be entitled 
_ to such sums of money to pay for re- 
lief benefits that amount in a year’s 
time te an insignificant figure. 

This farce will continue indefinitely. 
A tax is almost never removed once it 
is imposed. The fact that the people of 
the State pay this tax in their fire pre- 
miums will not influence the circum- 
stances, bécause it is too remote from 
the mass of the people for anybody to 
take any particular interest, except the 
officers of the fire insurance com- 
panies, who, of course, realize the situ- 
ation. The Merchants Association of 
New York is now investigating the con- 
dition of the various firemen’s benefit 
funds in Greater New York City. 
Enough has already been learned to 
brand this distribution of tax money as 
a supreme folly. 

The Exempt Firemen’s Home at Hud- 
son, N. Y., to which is sent indigent ex- 
volunteer firemen of the State, now 
has a surplus of over $400,000. This 
surplus is growing each year because 
the proportion of tax money that goes 
to the home is stipulated in the law 
and has no relation to the cost of its 
maintenance. By provision of the stat- 





ute the home gets ten per cent. of the 
tctal tax collected from the insurance 
companies. A statement of the finan- 
cial condition of this home is appar- 
ertly impossible to obtain. None is 
filed with any State department be- 
cause the home is not under the juris- 
diction of the State, but is run by a 
small board of trustees, the members 
of which are named by the State or- 
ganization of Volunteer Firemen’s As- 
sociations. 

The chief investigator of the Mer- 
chants Association of New York, was 
unable to secure a copy of the finan- 
cial statement of the home or the re- 
port of the trustees. There is no 
charge of graft against those respon- 
sible for the management of the home. 


It is believed to be an efficiently con- 


ducted institution. The whole facts in 
the matter are that the sums collected 
from the fire insurance companies are 
so ridiculously out of proportion to the 
needs for which they are assessed, 
that everyone connected with this 
money is ashamed or afraid to let the 
facts be known. 





A WORD TO THE YOUNG AGENT 

A promising young life insurance man 
was starting on his first independent 
work with a rate book. 

“What are your plans?” we asked. 

‘I intend to start in the outlying 
districts where there is least competi- 
tion,” he replied. “Everybody down 
here in the business districts has been 
solicited before.” 

Attempting to direct the future course 
of another is serious business and only 
the thoughtless are willing to assume 
that responsibility. But there are cer- 
tain fundamental truths upon which 
experienced men base their plans and 
stake their success or failure. Two 
such truths are: 

There has never been so many 
life insurance men nor such inten- 
sive cultivation as now. 

Life insurance is easier to sell 
to-day than ever before. 

There is a relation between these 
facts. A principle of salesmanship 
holds that the relation is cause and 
effect. Fear of competition comes from 
the failure to recognize this principle. 
The manufacturer of a cheap automo- 
bile makes. a radical cut in its price. 
The news is received with satisfaction 
by the salesmanagers of higher priced 
automobiles. The low price will open 
up an untouched field of a million new 
automobile owners who will be edu- 
cated to the automobile idea and who 
will demand each year greater efficiency 
and comfort. 

In life insurance salesmanship, every 
interview has beneficial results. It may 
fail to produce business for the agent; 
it may be accompanied with objection- 
able features; but where the funda- 
mental purpose is right—and it is in 
every canvass, however unhappily pre- 
sented—some truths are left behind 
and the truth sticks. There are now 
no “virgin” fields of life insurance, for 
which all present day agents should be 
thankful. The greatest volume of life 
insurance is written where competition 
is keenest. The prospect who is easiest 
to write is the one who has been most 
solicited and the largest business comes 
from those who are already insured. 
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The E Human Side of Insurance 





J. H. VREBLAND 





J. H. Vreeland, special agent in the 
Western New York field for the Liver- 
pool & London & Globe Insurance 
Company, and president of the Under- 
writers Association of New York State, 
was admiring the scenery at Lake 
Placid, ‘(New York, after presiding over 
the mid-summer meeting of the State 
Association in July when the above 
snap was taken by a representative of 
The Eastern Underwriter. Mr. Vree- 
land is a splendid type of field man and 
is held in high regard by the Liverpool 
& London & Globe and his associates 
in the New York State field. He en- 
tered the-services of the Liverpool & 
London & Globe as a junior clerk in 
1893 and subsequently was placed in 
the loss department where he ac- 
cumulated a knowledge of the business 
that is very valuable for a special agent 
to possess. In 1907 he was sent out 
into the Western New York field as 
special agent and has filled that posi- 
tion with honor both to himself and 
Company. 

* * *€ 


Charles J. Holman, assistant United 
States manager of the Commercial 
Union, experienced this week the dou- 
bie bereavement of losing through 
death both his wife and his grandson. 
The shock of losing her grandson 
proved fatal to Mrs. Holman. The sym- 
pathy of the fire insurance fraternity 
is with Mr. Holman. 





PENN MUTUAL DIRECTOR DIES 





Stroke of Paralysis Proves Fatal to 
William D. Miers, of Allentown— 
Was Also Fire Broker 





William Daniel Miers, a director of 
the Penn Mutual Life, died at his home 
in Allentown, Pa., last week, having 
failed to recover from a sudden stroke 
of paralysis. He was fifty-four years 
of age. 


Mr. Miers started in the insurance’ 


business in 1888 as a fire insurance 
broker at Allentown. He later branched 
out into the life insurance field which 
subsequently became the more import- 
ant phase of his business though he 
maintained his brokerage accounts to 
the end. 





John A. Baxter, of Nashville, Tenn., 
is the oldest representative of the Fi- 
delity and Deposit Company of Balti- 
more, in years of service. He was ap- 
pointed in 1892. Mr. Baxter tells an 
interesting story of his connection 
with the Fidelity and Deposit. 

“My father, John Baxter, of Knox- 
ville, Tenn., was United States Circuit 
Judge for the Sixth Circuit, United 
States, comprising Michigan, Ohio, 
Kentucky and Tennessee, having been 
appointed under H. B. Hayes during 
his administration. I am the young- 
est of his four sons. I was engaged 
it. the real estate agency business un- 
til October 5, 1892, when I became the 
agent for the F. & D. Co., and at that 
time and until the spring of 1895 the 
laws of Tennessee required two or 
more personal sureties on all bonds 
given in the courts, to the County or 
State, and I had a law passed by the 
Legislature of 1895 to permit the State, 
Ccunty or courts to accept corporate 
suretyship, and the F. & D. Co. was the 
first to execute judicial or public offi- 
cial bonds in Tennessee. When I be- 
came the agent for the F. & D. Co. 
heir capital was $500,000 and total as- 
sets of less than $800,000, so you see 
I have been with the Company from 
irs very infancy. I will also say that 
as an agent I wrote one of the first 
thousand bonds executed by the Com- 
pany, to wit, No. 990, on James J. 
Pryor, as assignee Mechanics Savings 
Bank and Trust Company. 

“I have always considered it an 
agent’s duty to look first to the safety 
of the risks furnished the Company, 
rather than the commissions to be 
nade by the agent, and as a result of 
such views I have three times on large 
bunds advised the Company to cancel, 
aud in which they failed to see as I 
did, and the result followed with losses 
ts the Company.” 

* * * 


James Silhanek, superintendent of 
the fire.insurance department of the 
Automobile Insurance Co., Aetna Life 
Insurance Co. and the Aetna Accident 
& Liability Insurance Co. in the Ch1- 
cago office under Manager George 
Tramel, was a visitor at the home office 
in Hartford last week. He also stopped 
in to pay his respects at the New York 
branch. Prior to his connection with 
the “Aetna Group” Mr. Silhanek was 
for fourteen years with the R. W. Hoss- 
mer & Co. agency in Chicago, and for 
two years secretary and manager of 
the Four City Insurance Co., Rock- 
ford, Tll., which was taken over by the 
National Fire of Hartford. 

a ok * 


Hobart B. Brown, former first lieuten- 
ant of Troop C, First Squadron, New 
Jersey National Guard, by unanimous 
vote of the squadron, has succeeded 
2nd Major William A. Bryant, who has 
retired because of ill health. This an- 
nouncement was made by Major Bryant 
at a farewell dinner given in his honor 
by the officers of the general staff, First 
Squadron and First Regular Cavalry, at 
Douglas, Arizona, where the squadron 
is now stationed. Major Brown is 
cashier for the Firemens Insurance Co. 
Major Brown has been a first lieuten- 
ant since June 4, 1913. He began his 
soldier life with the First Troop in 
August, 1906, and was transferred to 
Troop C, in May, 1913. He is unmarried 
and lives in Newark. 


Brigadier General Edwin W. Hine 
made the farewell speech to ‘Major 
Bryant. 

od * * 


Frederick Hoadley, secretary of the 
American Insurance Company of New- 
ark, accompanied by Mrs. Hoadley and 
their two sons, is spending his vacation 
at Brantingham Lake, New York, 
where his father, the president of the 
American, has a summer home, 
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P. B. DUTTON MADE MANAGER 


GEORGIA HOME IN NEW YORK 








Entire State Outside of New York City 
in Charge of Prominent Rochester 
Underwriter 





Percy B. Dutton, manager of the New 
York State Departments of the Hum- 
poldt Fire, of Pittsburgh, the Teutonia 
Fire, of Pittsburgh, and the Capitol 
Fire, of Concord, N. H., has been ap- 
pcinted manager of New York State, 
outside of New York City, by the 
Georgia Home Insurance Company, of 
Columbus, Ga. Mr. Dutton’s general 
offices are at Rochester, N. Y. 

The Georgia Home Insurance Com- 
pany has been in business since 1859, 
has over $700,000 assets, capital of 
$200,000, reinsurance reserve as of Jan- 
uary 1, 1916, of over $250,000, and a 





PERCY B. DUTTON 


surplus to policyholders of over 
$320,000. 

The Georgia Home has been operat- 
ing in New York for the past ten, years 
and has a number of agencies through- 
out the State which will now be turned 
over to Mr. Dutton’s management as 
its New York State Department. 

By the increased re-insurance facili- 
ties which the Company will have, to- 
gether with the closer field service and 
greater facility in the handling of the 
business in that territory, the Georgia 
Home will now be a most valuable ac- 
quisition to any agency and should 
command a good increase of desirable 
business. 

Percy B. Dutton needs no introduc- 
tion to fire insurance interests in New 
York State. The manner in which he 
has conducted his office during the past 
ten years, since it was established, is 
the only recommendation he needs. Mr. 
Dutton takes a pride in his service to 
his companies and the present appoint- 
ment is the logical outcome of his earn- 
est and successful work in the inter- 
ests of his companies and the agents 
under his jurisdiction. 





COEYMAN COMES TO NEW YORK 


Howard L. Coeyman, special agent 
of the First National Fire, who has 
made his headquarters at Boston, plans 
to move to New York about October 1 
and will make his address at 80 Maiden 
Lane. 


Fire Insurance Department 


OPENS BROKERAGE OFFICE 





Herbert Brown to Manage Out-of-Town 
Risk Department of the Niagara 
Fire 





The Niagara Fire Insurance Company 
of New York has opened a brokerage 
and out-of-town risk department, and 
has appointed Herbert Brown, who for 
a number of years has been with Davis 
Dorland & Co., to take charge of same. 
Mr. Brown has had an interesting in- 
surance experience and his training 
will enable him to give a good account 
of himself in his new connection. 

_The.appointment takes effect August 
“8 and headquarters will be maintained 
in the agency department at the home 
otice of the Niagara Fire on the fourth 
floor of 123 William street. The Niag- 
ara Fire will follow its usual custom 
with regard to all lines accepted 
through its brokerage department of 
sending same to the local agents in 


the territory from which the line 
comes. 
Mr. Brown entered the insurance 


business about fourteen years ago with 
R. C. Rathbone & Son, brokers, as an 
office boy, remaining with that firm for 
about three years. He then became 
associated with W. A. Perrin & Son as 
re-insurance clerk, leaving that office 
lo accept a position with Davis, Dor- 
land & Company nine years ago. He 
gradually worked up through various 
positions in the Davis, Dorland & Com- 
pany office to the position of placer. 
Mr. Brown leaves his present connec- 
ticn with Davis, Dorland & Company 
with the keen regret of his former 
employers, who hold him in high es- 
teem. 





HAVE A PLETHORA OF MONEY 





Newburgh Fire Companies’ Treasuries 
Bulging With $20,000 Collected by 
Tax on Premiums 


Newburgh, N. Y., Aug. 16.—An at- 
tempt to increase the efficiency of the 
city’s fire department by consolidating 
some of the companies and eliminating 
others, is blocked because there ap- 
pears to be no way to distribute satis- 
factorily the $20,000 firemen’s relief 
fund that has been accumulating for 
years as the local share of the tax on 
fire insurance premiums in the State. 
Every member of each of the fire de- 
partment companies has a _ certain 
claim upon the fund of his company. 
TkLe legal obstacles with reference to 
the fund are regarded as sufficient to 
stop any action at this time. It is 
thought possible that between now and 
next spring, some plan may be devised 
of securing satisfactory legislation to 
enable the Council to deal equitably 
with this fund and at the same time 
bring about some reduction in the ex- 
penses of the department. The fire 
department fund, it is now believed, 
offers ample reason for delay. ' 

This fund is an important factor in 
the local department. It was created 
by the tax placed upon the premiums 


of foreign insurance companies doing 
business in New York and now 
amounts to more than $20,000. This 


sum is invested. Some years ago, it 
was decided that it should be held at 
that sum. The income and the addi- 
ticnal amount received each year is 
used to carry out the intent of the 
fund, caring for firemen injured at 
fires. The balance is divided equally 
among the .local companies and is a 
considerable part of their income. The 
amount received is often more than 
$200 and in some years reached more 
than $300. 








FIRE AND MARINE 
INSURANCE—ALL LINES 





The Automobile Insurance 
Company of Hartford, Conn. 


MORGAN G. BULKELEY, President 





Cash Capital - ° 
Assets ° . . 
Liabilities (Except Capital) 
Surplus to PolicyLolders . 


Statement January 1, 1916 





° - $1,000,000.00 
° 2,377,857.39 

- . 467,413.45 
. 1,910,443.94 








AFFILIATED WITH 


AETNA LIFE INSURANCE COMPANY 
THE /ETNA ACCIDENT AND LIABILITY CO. 























J. F. JOSEPH’S CHANGE 





Made Special Representative of the 
Board of Governors of the Western 
Union 





James F. Joseph, former vice-presi- 
dent of the Sterling Fire of Indianapo- 
lis, has been appointed special repre- 
sentative of the governing committee 
cf the Western Union as assistant to 
the chairmen of the important commit- 
tees. Prior to his connection with the 
Sterling, Mr. Joseph was with the 
North British & Mercantile. 

This position was created on the 
recommendation of P. D. McGregor, 
president of the Western Union. His 
suggestion was that a man be secured 
who could relieve the company man- 


NORTH 
BRANCH 
FIRE INS. CO. 


Sunbury, Pa. 
Inc, 1911 


$515,049.38 
138,148.22 
275,000.00 
78,171.37 


agers of the numerous demands upon 
their time required by appearances be- 
fcre insurance departments and State 
Boards. 


ROSENFELD SUCCEEDS BROWN 





Long in Employ of the Firm—Davis, 
Dorland & Company Appoint Him 
Placer 





Davis, Dorland & Company have ap- 
pointed Daniel Rosenfeld as placer for 
their office, succeeding Herbert Brown 
resigned to become associated with 
the Niagara Fire. Mr. Rosenfeld has 
been with Davis, Dorland & Company 
for the past ten years in various Ca- 
pacities. He is a product of the office, 
thoroughly familiar with his new work 
and is given larger responsibilities. 


CITY 
INSURANCE 
COMPANY 


Pittsburgh, Pa. 
Inc, 1870 


$172,302.60 
27,678.96 
100,000.00 
42,986.21 


OPERATING ON A CONSERVATIVE BASIS IN A LIMITED 
TERRITORY UNDER AN EXPERIENCED \MANAGEMENT 
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Experience Insuring 
F ancy | Live Stock 


Hartford Fire Opens Race Horse 
Department—Has Agents at Fairs 
and Race Tracks 


EXHIBITOR - DEALERS’ POLICIES 





Accident Insurance Coverage Provided 
—Form of Policy Used—Present 
the Busy Season 


The Hartford Fire has issued policies 
covering Short Grass and Sand Marsh, 
the two thoroughbred race horses that 
have recently attained prominence on 
the track. To handle this form of in- 
surance the Hartford has organized a 
special race horse department, repre- 
‘sentatives of which are sent to the va- 
rious county fairs, race tracks, etc., pre- 
pared to issue insurance on the thor- 
oughbred stock. The active season for 
this form of insurance extends from 
now until late into the fall. The Hart- 
ford has prepared for it by introduc- 
ing several new phases in the writing 
of thoroughbred live stock and it is 
the first company to offer these forms 
of protection. 


Special Form for Race Horses 

The Hartford issues a special form of 
policy to cover valuable race horses. 
These policies are issued for one year 
or for a shorter term to fit the needs of 
the owners. They provide insurance 
for registered or pedigreed horses 
against death from any cause, includ- 
ing all hazards of transportation any- 
where in the United States, Canada or 
Mexico and may be endorsed to cover 
in Cuba. 

The Company also issues a special 
transportation policy insuring against 
death caused by any hazard of trans- 
portation and covering from the time 
of loading to unloading at final desti- 
nation. This policy is available for the 
protection of horses or other live stock 
while being shipped to or from any 
point in the United States or Canada. 


Exhibitors’ and Dealers’ Policies 

A policy covering exhibitors, breed- 
ers and dealers has also been put on 
the market by the Hartford,. protecting 
horses or other animals from any kind 
of accidental death, including the haz- 
ards of transportation while such ani- 
mals are being assembled and shipped 
to selling markets or while on circuit 
being exhibited at fairs and stock 
shows. These policies are usually is- 
sued for short terms from fifteen days 
to three months. This policy may also 
be had for insuring horses which are 
purchased at public sales and will pro- 
tect such animals as soon as purchased 
and until they have arrived at the home 
stables of the purchaser or longer is 
desired. 

Rates Based on Value 

The rates for this insurance are based 
on the value of the animals and the 
length of time they are on the road. 
For animals whose value does not ex- 
ceed $500 per head rates are eight- 
tenths of one per cent. for one month, 
one and two-tenths per cent. for two 
months and one and six-tenths per cent. 
for three months. Where the value of 
the animals is greater than $500 per 
head, a higher rate is charged. Com- 
plete protection for such animals can 
be had, including insurance against 

‘death by disease. 

The fire coverage of these policies in- 
sures against loss arising from the 
death of any or all of the animals here- 
by insured, caused by fire, lightning, 
and/or tornado, at all times and places 
during the life of this policy, and also 
against loss arising from the death of 
any or all of such animals hereby in- 
sured, caused by sinking, stranding, col- 
lision, derailment, or by any other haz- 
ard of transportation while in transit 
by any common carrier within the lim- 
its of the United States, Canada, and 
Mexico; to include loss arising from 
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the necessity of the destruction of any 
of said animals arising directly from 
any such casualty, but this Company 
shall not be liable beyond the actual 
cash value of any animal at the time 
any loss occurs in the condition in 
which said animal then may be; nor 
shall the Company by reason of this 
policy be held to have assumed any lia- 
bility as regards the removal or dis- 
posal of the remains of any animal or 
animals insured hereunder or for any 
expense incurred in connection with 
such removal or disposal. 


Accident Insurance Coverage 


These policies are issued by the Hart- 
ford Fire in conjunction with the Hart- 
ford Accident & Indemnity and the ac- 
cident coverage afforded insures against 
loss arising from the death of any or all 
of the animals insured, caused by dis- 
ease or accidental injury, except as 
hereinafter provided, at all times and 
places within the limits of the United 
States, Canada, and Mexico; but this 
Company shall not be liable under this 
policy beyond the cash value of any 
animal at the time any loss occurs in 
the condition in which said animal may 
be immediately preceding the sickness, 
injury, or casualty causing death. 


Conditions Policy Is Subject To 


Section 1. This entire policy, unless other- 
wise provided by agreement endorsed hereon 


or added hereto, shall be void if the assured 
now have or shall hereafter make or procure 
any other contract of insurance covering with- 
in the limits of this policy, whether valid or 
not, on the animal or animals covered _here- 
under; and it is understood and agreed that if 
at the happening of any casualty the assured 
with the consent of this Company have any 
other insurance by policy contract or other- 
wise, covering within the limits of this policy, 
then this Company shall not be liable under 
this policy for a greater proportion of any loss 
to the within described animal or animals than 
the amount hereby insured shall bear to the 
total insurance, whether valid or not, or by 
solvent or insolvent insurers, covering such 
property, and the extent of the application of 
the insurance under this policy or of the con- 
tribution to be made by this Company in case 
of loss may be provided for by agreement or 
condition written hereon or attached or ap- 
pended hereto. 

Sec. 2. This entire policy, unless otherwise 
provided by endorsement hereon or added 
hereto, shall be void if the interest of the as- 
sured be other than the unconditional and sole 
ownership, or if this policy be assigned be- 
fore a loss; and shall be void as to any ani- 
mal insured herein if such animal becomes en- 
cumbered by chattel mortgage, or if any ani- 
mal becomes the subject of litigation or if the 
title of any animal be in dispute, or if any 
change other than by death of an insured takes 
place in the interest, title, or possession of 
any such animal, whether by legal process or 
judgment or by voluntary act of the assured 
or otherwise. 


Chattel Mortgage Not Covered 


Sec. 3. It is expressly agreed that this Com- 
pany shall not be liable for any loss under 
this policy that may occur while any note 
given in payment for the premium on this pol- 
icy or any part thereof remains past due and 
unpaid; and in case of default in payment at 
the maturity of any note or part thereof, the 
whole premium shall be deemed to be fully 
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earned and shall constitute a lien upon the 
animal or animals herein insured, and same 
shall at once be due and collectible, and the 
collection (whether by legal process or other- 
wise), payment, or receipt thereof shall in no 
wise revive or create any liability against this 
Company for any loss occurring while the as- 
sured was so in default; nor shall this Com- 
pany be liable for dez ith’ from disease, injury, 
or other cause, happening or having its in- 
ception during the period of such default; and 
the receipt of such payment shall not be a 
waiver ot this or any of the conditions or 
warranties of this policy. 

Sec. 4. This Company shall not be liable for 
loss by reason of death caused by fire, light- 
ning, cyclone, or any of the hazards of trans- 
portation, nor by reason of the death of any 
animal, if, during the life of this policy, it 
shall have been castrated or bred, nor by rea- 
son of the death of any animal when caused 
by disease contracted or injury occurring prior 
to the delivery of this policy and the payment 
of the premium therefor, or death caused by 
any person whether acting under or by virtue 
of any law or otherwise, except when a cer- 
tificate in writing signed by a registered veter- 
inarian is obtained and presented to this Com- 
pany, stating that the animal is in such a 
crippled, maimed, or diseased condition that 
it is thereby rendered useless and worthless, 
or if such animal shall be put to any use other 
than that warranted in the application of the 
assured or stated in this policy, or if death is 
caused, directly or indirectly, by invasion, in- 
surrection, riot, revolution, civil war, commo- 
tion, or military or usurped power. Nor ‘shall this 
Company be Hable should any animal covered 
hereunder die from an unknown cause and the 
assured should thereupon fail to have a post 
mortem examination made at his own expense 
by a licensed veterinarian, determining the 
cause of death, nor then unless a report of the 
post mortem shall be immediately furnished to 
this Company. 


Must Give Notice of Sickness 


Sec. 5. In the event of the sickness of and/ 
er injury to any of the animals herein insured 
it shall be the duty of the assured to at once 
secure the services of a licensed veterinarian 
to attend the same, and the assured shall at 
once give notice of such sickness or injury by 
telegraph to the Company at its head office at 
Hartford, Connecticut, such notice to include 
the name and address of the veterinarian in 
attendance; and the insurance covered by this 
policy shall not cover any loss where the as- 
sured has failed to comply with the condi- 
titons of this section. 

Sec. 6. In case of the death of any of the 
animals herein insured the assured shall at 
once give notice thereof by telegraph to the 
Company at its head office in Hartford, Con- 
necticut, stating in such notice: first, number 
of policy and name of animal; second, date 
and cause of death; third, name of attending 
veterinarian and his address. The assured 
shall not dispose of the carcass of the animal 
without this Company’s inspection and exam- 
ination unless and until written or telegraphic 
permission for such disposal has been obtained 
from this Company. The assured shall make 
under oath due and acceptable proof to the 
Company of all facts and circumstances relat- 
ing to the loss of the animal insured, such 
proof to be made on blanks to be furnished 
by the Comfany at the assured’s request, and 
this Company shall not be liable under this 
policy for any loss where the assured has 
failed to comply with the conditions of this 
section, 

Sec. 7. Claims for losses hereunder shall be 
due and payable under the conditions of this 
policy within thirty days after the receipt of 
due and acceptable proof of loss has been made 
by the assured to the Company at its head 
office as herein provided. 

Sec. 8. In case of disagreement as to the 
amount of any loss hereunder, the same shall 
be ascertained by two competent and disin- 
terested appraisers, the assured and this Com- 
pany each selecting one, and the two so chosen 
shall first select a competent and disinterested 
umpire; the appraisers together shall then esti- 
mate and appraise the loss, and failing to 
agree, shall submit their differences to the um- 
pire, and the award in writing of any two 
shall determine the amount of such loss and 
the parties thereto shall pay the appraiser re- 
spectively selected by them and shall bear 
equally the expense of the appraisal and of 
= waite. 

9. In_ case of payment of loss under this 
me - the Company shall be subrogated to all 
the rights of the assured against any corpora- 
tion, pereon, partnership, or estate as respects 
such loss to the extent of such payment, and 
the assured shall execute all papers required 
and shall co-operate with the Company to se- 
cure to it such rights. 

Sec. 10. In case of any misrepresentation, 
fraud, or false swearing by the assured touch- 
ing any matter relating to any animal or ani- 
mals insured hereunder, whether before or after 
a loss, this policy shall be entirely void as to 
such ‘animal or animals, and this Company 
shall not be liable for any claim on account 
of the death of any such animal or animals. 

Sec. 11. No suit or action under this policy 
for the recovery of any claim shall be sustain- 
able in any court of law or equity until after 
full compliance by the assured with all the 
requirements herein contained, nor unless com- 
menced within one yea: after the death of any 
animal or animals named in this policy shail 
have occurred. 

Sec. 12. This policy may be canceled at any 
time by the assured or by the Company. If 
canceled by the assured, the Company shall re- 
ceive and retain the earned premium in ac- 
cordance with its printed short rate table. If 
canceled by the Company, the Company shall 
be entitled to the earned premium on a pro 
rata basis. Notice of cancellation delivered at 
or sent by registered mail to the address of 
the assured as given herein shall be sufficient 
notice, and the check of the Company or of 
its duly authorized agent similarly mailed or 
delivered, shall be a sufficient tender of any 
unearned’ premium. 
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Want Coverage 
For Explosion 


ACTIVE DEMAND FOR NEW LINE 
REPORTED 








Black Tom Explosion Showed Need— 
Little Used Before War—How It 
Started 


Explosion insurance is now being 
placed on all kinds of buildings and 
munufacturing plants as a result of the 
publicity given the hazard of similar 
conflagrations to that caused by the 
Bleck Tom Island explosion. 

First among the large explosion in- 
surance lines placed with the compa- 
nies this week were practically all the 
bonded warehouses on the South 
Brooklyn shore front. The reason for 
the rush of these corporations to secure 
explosion insurance was that some 
doubt was cast over the status of sugar 
in its relation to the fire policy. It has 
been said that sugar was not covered, 
and as there was a large quantity of 
raw sugar in a number of these ware- 
heuses their owners sought protection. 

The companies also received a num- 
ber of queries as to rates from owners 
cf property in Manhattan, where there 
is no hazard from explosion whatso- 
ever. Owners of property located ad- 
jacent to chemical plants, etc., where 
there was some danger of incendiary 
bombs, also applied for insurance. 

Considerable business has been writ- 
ten covering the property occupied by 
representatives of foreign governments 
involved in the European war, covering 
specifically loss from explosion. 

Originated in Canada 

The original explosion insurance cov- 
erage was instituted in Canada where 
for years policies have been written 
covering plants against explosions due 
to the use and existence of natural gas, 
though the policies contained no refer- 
ence to the nature of the explosion 
hazard. 

The present form of explosion insur- 
ance also originated in the maritime 
provinces of Canada, where bombard- 





ment insurance was issued in the 
early stages of the war. A company 
official told The Eastern Underwriter 


that it was due to the brokers spread- 
ing the fear of this hazard that first 
created a demand for general explo- 
sien protection. The business has been 
actively written only for about eigh- 
teen months. 
Companies Writing the Class 

The companies which on Wednesday 
were writing explosion insurance were: 

Aetna Insurance Co., Aetna Accident 
& Liability Co., Automobile Insurance 
Co. of Hartford, Atlas, British-Amer- 
ica, Western, North British & Mercan- 


tie, Phoenix of London, National of 
Hartford, New York Underwriters 
Agency, Scottish Union & National, 


Merchants of New York, Globe & Rut- 
gers and North River. 

Several of these companies have only 
recently taken up explosion insurance 
and others are daily expected to adopt 
the line. 

The present standard policy of New 
Ycrk State separates the explosion 
from the fire loss and denies liability 
for damage from explosion under a 
fire contract and from fire under an ex- 
plosion contract though the courts have 
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held in several specific cases that it 
was impossible to draw a line between 
the two. 

It is the consensus of Opinion among 
the companies writing explosion insur- 
ance that the demand for this form of 
protection will continue actively after 
tlhe war has ended. 

Explosion insurance has been 
ten in Boston for years. A _ clause 
drafted by the Boston board years ago 
reads: 

“In insurance against loss caused by 
an explosion, followed by a fire, an ad- 
ced premium of 10 per cent. of the rate 
must be charged and the following 
clause used. No other clause insuring 
against loss by explosion may be at- 
tached to fire insurance policies. 

“In consideration of an added pre- 
mium equal to 10 per cent. of the 
amount of the premium otherwise due 
on this policy, it is agreed that, in 
event of any explosion, fire ensuing, 
this company shall pay the loss on the 
properties hereby insured if injured by 
fire * * * this company shall be liable 
for such proportion of the loss or dam- 
age as the amount hereby insured bears 
to the whole amount insured thereon, 
whether such other insurance contains 
a similar clause or not. 

“Exceptions. The standard form of 
Explosion Clause when used on poli- 





writ- 


cies covering rents may be modified 
by striking out the word ‘property’ in 
the fourth and sixth lines and inserting 
the word ‘interest.’ ” 





RECEIVERS FOR MUTUALS 





More Pennsylvania Concerns Face 
Elimination by State Insurance 
Department 


Harrisburg, Pa., Aug. 16.—Insurance 
Commissioner O’Neil has asked Attor- 
ney General Brown to secure the ap- 
peintment of receivers for the Sterling 
Mutual Fire and the Textile Mutual 
Fire, both of Schuylkill Haven. 

The Sterling company is said to have 
assets of $1.51 and liabilities of $7,265. 
The Textile company has no assets and 
liabilities amounting to $21,000. This 
is the report of examiners for the de- 
partment. Both companies are said 
to be small ones but have written a 
great deal of business in Western and 
Southern States. 





John Fulton, formerly in the under- 
writing departments of the Hartford 
and of the Hanover, has located with 
John Heisse, Brooklyn agent, as a so- 
licitor. 


i Raise Question 


of Valued Policy 


AUTOMOBILE RISKS A 
LIVE ISSUE 





USE ON 





Should It Be Prohibited Entirely ?— 
Differences Between Use With Fire, 
Marine and Automobile Form 


Among the questions now interesting 


automobile underwriters, one of the 
most agitated, not to say tumultuous, 
is that of the valued policy. In certain 
quarters, the rumors of skirmishings 
ard alarms have already arisen; but 
no doubt the windy blasts of war and 
the preparedness for it which agitate 


these 
eftect, 
its 


troublous times have had their 
and the commotion is greater in 
breath than in its substance. 
The question is, shall the valued 
pclicy*be entirely prohibited? 
Differences in the Lines 

The valued feature was employed by 
the marine companies when they first 
began automobile underwriting, and 
has been continued by the conference 
in connection with the full form of 
pclicy (fire, theft and transportation). 
The restricted, or fire only form, is 
non-valued, and indeed is interchange- 
ahle with the standard fire policy. Cer- 
tain fire companies, however, now con- 
tend that no valued clause should be 
permitted with any form. 

In support of this position, they show 
the long fight which fre underwriters 
have waged against valued policy laws, 
and the exhaustive arguments which 
have been produced against the prin- 
ciple of the valued clause. The valued 
pclicy, they say, is injurious in the au- 
tomobile business as well; but more 
than this, its use upon the one risk 
will vitiate their dearly established 
ccntentions in regard to the other. No 
doubt an underwriter can realize that 
what is good for a farm building risk 


may not be good for an automobile; 
but the mind of the average country 
legislator possesses a generous and 
sweeping quality of vision which ena- 
bles him to see resemblances where 
others cannot. He can build tall argu- 
ments out of small beginnings. Once 


get it into his head that the underwrit- 
ers are using valued forms for automo- 


biles, and down comes tumbling all the 
long opposition so far maintained 
against valued policy laws. 


Wherein the Difficulty Lies 

To which the marine companies re- 
ply, the automobile full form policy is 
not fire insurance at all, but inland ma- 
rine. The most pertinent objections to 
a valued clause on a fire policy do not 
apply to the automobile. The price of 
a car, unlike that of a house, is listed 
and ascertainable; the expensive in- 
spection which is needed before a val- 
ued form may safely be issued upon 
buildings is not here necessary; if the 
underwriter grants over-insurance on 
an automobile, he has no one but him- 


self to kick for it. If a car is stolen, 
there is no possibility of an adjust- 
ment, and the policy had better be 


valued on its face and a rate charged 
on that basis, since it must be valued 
in its operation. The valued form se- 
cures the advantages of 100 per cent. 
co-insurance, without the endless dis- 


(Continued on page 15.) 
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Inland, Parcel Post, Baggage, etc. F. D. Layton, Asst Sac'y EE. Pike, Asst Secy tf os 
“A North America Policy Represents the Best Insurance” SURPLUS TO POLICY HOLDERS, - -  $5,387,090.69 
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SCRANTON WANTS REDUCTION 





Claim City Is Entitled to Recognition 
for Improvements — Criticize 
Dwelling Rates 





Scranton, Pa., Aug. 16.—An effort 
will be made to secure a reduction in 
cwelling rates in recognition of im- 
provements. It is pointed out that $60- 
606 has been spent on fire department 
equipment since the last adjustment in 
rates in 1911. 

In the past two years the depart- 
ment has been practically completely 
motorized, and about forty additional 
firemen have been appointed. 

The last reduction on mercantile 
risks was made in 1914 and 1915, when 
a slight adjustment was _ allowed. 
Dwellings, however, are still rated on 
the old basis of 60 cents per $100 of 
insurance on detached dwellings, and 
upward, according to the character of 
construction, the distance from fire 
hydrants and other considerations. 

In the past two years nearly all of 
the old style of horse-drawn apparatus 
has disappeared. Motor equipment has 
been substituted. 

It has been found that the Under- 
writers’ Association of the Middle de- 
partment carries in the rate sheets 
the old item of eleven cents for defi- 
ciency of the fire department. This 
means that every person holding a fire 
insurance policy is required to pay 
eleven cents on each $100 of premium 
for “inefficiency of the department.” 
A business house, say, that is paying 
$14.20 premium on each $1,000 of pol- 
icy, would pay only $13.10 if the defi- 
ciency item were wiped out. The fact 
that $60,00 of motor apparatus and 
forty additional men have been placed 
in the department does not disturb the 
old eleven-cent deficiency penalty. 





Still Uncertain 
(Continued from page 1.) 
ready. In some istances the roofs 
were off, but little damage was done to 
the contents. 
Copy of Non-Waiver Agreement 

The non-waiver stipulation that is be- 
ing used in all adjustments reads as 
follows: 

With reference to the above men- 
tioned casualty and to the loss or dam- 
age caused thereby, it is claimed by 
the undersigned policyholder that such 
loss or damage is a direct loss or dam- 
age by fire as provided in the policy of 
insurance of the undersigned insurance 
company, while the undersigned insur- 
ance company is unable to determine 
whether such claim is well founded or 
whether such loss or damage, in whole 
or in part, was due to explosion or to a 
cause or Agency, for loss by which, as 
provided in said policy of insurance, 
said company is not liable; therefore, 

It is further stipulated that no action 
which may be taken by any of the un- 
dersigned in ascertaining or determin- 
ing, or in restricting the amount of any 
loss or damage to the property de- 
scribed in said policy of insurance, or 
in any handling or protecting of such 
property from further damage, shall be 
considered in any way as recognizing 
that such loss or damage was a direct 
loss or damage by fire within the mean- 
ing of said policy of insurance, or shall 
be deemed to impair, waive or invali- 
date any of the terms or conditions of 
said policy or the rights of any party 
thereto. 

Dated, 1916. 

Policyholder 

Insurance Company 





TO ENTER MINISTRY 

John MacLeod, assistant examiner in 
the Southern Department of the Amer- 
ican Insurance Company of Newark, 
has severed his relations with that 
Company to study for the ministry. Mr. 
MacLeod will go to Oklahoma City to 
take up his studies. 
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BROKERS ACTIVITIES 











Grain Elevators 
Indicating that the old style grain 
elevator has passed its time of useful- 
ness as far as insurance rates are con- 


cerned, is the action of the Erie 
Company of Jersey City trying to meet 
the competition in rates with the more 
modern elevator by securing insurance 
on a form covering (for account of 
whom it may concern), thus enabling 
them to carry insurance for a full year 
at the annual rate and permitting them 
to bill the individual customers at pro 
rata for the time the grain is in the 
Erie elevator. Another case in point is 
the refusal of companies to write on an 
elevator located in Baltimore, unless 
they can secure a rate higher than that 
of 2 per cent. quoted in the tariff. 
* ~ a 


Writes Brooklyn Butcher Shops 

As a result of the explosion of the 
ammonia plant of a butcher shop in 
Brooklyn a few weeks ago, another 
Brooklyn butcher applied to and re- 
ceived from the Hartford Fire policies 
covering his three stores from similar 
damage. 

« 


Canadian Business 
There are a great many lines of Cana- 
dian business being offered through the 
brokerage route in New York City 
owing to the Alien Trading Act of the 
British Government. 
+ « * 


Alden & Russell, Boston agents, have 
leased the entire building at 115-19 
Water St., Boston, next door to their 
present location, for ten years and 
have remodelled the building through- 
out, planning to assume occupancy 
about September 15. 

s+ @ 


Mastbaum, Brown & Fleisher, Inc., 
have appliea for a charter from the 
State of Pennsylvania to do a broker- 
age and agency business at Philadel- 
phia. 





W. H. PHEAR & SON ORGANIZED 





Charles Hubbard Sells Jamestown Fire 
Insurance Agency and Will Retire 
From Business 





The firm of William H. Phear & Son 
has purchased the fire insurance agency 
of Charles Hubbard at Jamestown, N. Y. 
Mr. Hubbard has been a fire insurance 
egent in Jamestown for about forty- 
five years and will now retire from all 
business activity. 





BECOMES ADJUSTER 


Ferris E. Shaw, who has had a wide 
insurance experience as an underwriter 
avd agency man, who has of late been 
with Fred S. James & Co., entered the 
adjusting phase of the business this 
week as a representative of the fire 
companies in the New York Fire Insur- 
ance Exchange territory and adjacent 
field. 





WALTER F. ERRICKSON 


Newark and Suburban New Jersey Agency 
38-40 CLINTON STREET — TELEPHONE 8266 MARKET — NEWARK, NEW JERSEY 


SPECIAL FACILITIES FOR OUT-OF-TOWN BUSINESS 








SCHAEFER & SHEVLIN 


2 LIBERTY STREET GENERAL AGENTS NEW YORE, N. Y. 
REPRESENTING 
DUBUQUE FIRE AND MARINE INSURANCE CO. 


Excellent Facilities for Handling Suburban and Out Of Town Business 
Phone: John a312 














E. F. FLINDELL 
123 William Street Telephone John 2330 New York City 


Business Bound Throughout oe United States and Canada 
R 


Oo 
The Scottish Union and National Insurance Company 








HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE, CO., Pittsburgh, Pa. 
CAPITAL FIRE INSURANCE CO., Concord, N. H. 


NEW YORK STATE DEPARTMENT 
PERCY B. DUTTON, Manager, Rochester, N. Y. 











BLAU, FREEDMAN & GENIS 
220 BROADWAY Tel. Cortland 3203 & 4 NEW YORK CITY 


Exceptional Facilities for Placing Business in New 
York City for Out-of-Town Brokers and Agents 


ASK FOR PARTICULARS 








Incorporated A. D. 1822 


The North River Insurance Company 
NEW YORK 
Statement, December 31, 1914 


Capital | Reserve for all other liabilities 

$500,000.00 $1,727,208.78 
Surplus to policyholders Assets 

$1,134,980.17 $2,862,188.95 


CRUM & FORSTER, New York General Agent 














Authorized Capital $500,000 


Drirnit National Hire 
Iusurance Co. 


DETROIT, MICHIGAN 
A Company to be built gradually and along the indicated 


lines of permanence 


AGENCY CONNECTIONS SOLICITED 
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AGENT ON QUALIFICATIONS 


WRITES LETTER TO COMPANY 





Sarcastic as to Tendency of Company 
Officials to Decry Licensing of “Bar- 
bers and Undertakers” 





A New York fire company this week 
received a letter from one of its promi- 
nent local agents dealing with the sub- 
ject of agents’ qualifications, part of 
which is reproduced herewith: 

“Late years have witnessed the fir- 
ing of some heavy oratorical guns and 
ecnsiderable printer’s ink at the sub- 
ject of agents’ qualifications. We have 
kept our good ear on the ground during 
each engagement and as near as we 
can figure it the motive which finds 
expressions in words is ‘down with the 
barber and the undertaker.’ 

“To the uncharitable it might seem 
vvorthy of note that the gentlemen who 
are attempting to raise the standard 
of the local agents—by the bootstraps, 
as it were—confine themselves in their 
public uterances to more or less glitter- 
ing generalities, leaving the details of 
what constitutes a man’s fitness for 
lecal agency work to be filled in at 
some future date—always remembering 
that no barbers or undertakers need 
apply. 

Bled the Public Under Royal Warrant 


“We hold no brief for the barber or 
undertaker, but we are bursting with 
curiosity. Why, for example, proscribe 
the barber? He has honorable tradi- 
tions back of him. From Louis XIV 
to Woodrow I is not such a long jump, 
and in the former’s reign the barber 
was a professional man. He trimmed 
whiskers and bled the public under 
royal warrant. Where do we find any 
record in history of a single line in- 
surance agent hobnobbing with royal- 
ty? No doubt the present day crop 
retains some of the qualifications that 
made the barber an important person- 
age in the old days. 

“Take our own official barber for in- 
stance. We know him as a gentleman 
pussessing wonderful possibilities as a 
selicitor. His gentle insistence has 
often made us pay a 90c. check when 
ve had figured on two bits being the 
limit. We didn’t feel bad over it either 
for we always got value received. Did 
you ever hear of a barber rebating? 
Qur experience is that his charges are 
absolutely inflexible. You never heard 
him offer 7% per cent. off the bay rum 
charges to influence trade. We can’t 
imagine our barber rubbing his patron’s 
hair the wrong way, but we have 
known of gentlemen who blazon their 
stationery with such euphonious titles 
as ‘Insurance Advisor’ or ‘Insurance 
Counsellor’ doing so. 

“Now take the undertaker, what’s 
the matter with him? His professional 
mien wculd help a lot in loss adjust- 
ments. He would be right at home 
there and proverbially he is a grand 
collector. We just cannot bring our- 
selves to believe that the barber and 
the undertaker are the real crux of this 
burning question. Try as we may the 
mean suspicion will creep into our 
mind that what the reformers are after 
is not so much better agents as fewer 
agents. We suspect that a plan which 
wculd work out to raise the standard 
of the local agent by process of elimi- 
nation to the point where competition 
would be comfortable or, better still, 
cease to exist, would be welcomed by 
these gentlemen. 


This Law Would Have Been Effective 


“In one State it was proposed at the 
instance of local agents to ‘raise the 
standard’ by a law worded substan- 
tially as foliows: 

A—wNo person shall act as a fire in- 
surance agent in this State unless he 
holds a license from the State so to 
act. 

B—No license to act as a fire insur- 
ance agent shall be granted by the 
State to any person who has not acted 
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ARTNA INSURANCE COMPANY 


Aetna Fire Underwriters Agency 
of Aetna Insurance Co. 


Application For Agencies Invited 








in that capacity for at least one year 
prior to the time when application for 
license is made. 

“Had this law been enacted and al- 
lowed to revolve on its axis for a few 
years, the desired condition of reduc- 
ing the number of agents to a select 
few would have been reached. 

“We don’t think it is generally known 
that the companies as well as the agents 
have given thought to the question of 
agents’ qualifications. We are credi- 
tably informed that they have done so 
for many, many years. If some far- 
seeing company should turn over its 
management to us to-morrow, we would 
start out with some well-defined views 
on the subject—old-fashioned, no doubt 
—but we like old-fashioned ideas that 
work well. Speaking confidentially, if 
we were running the suppositious com- 
pany we would consider a reduction of 
agents to only those who would be will- 
ing to represent our organization alone 
as ideal. Speaking from our prospective 
(?) managerial knowledge, however, we 
are inclined to think that companies in 
general would resent such an arrange- 
ment and might combine in opposi- 
tion to us. Also, there might be a tinge 
of the unlawfully monopolistic in the 
plan although, for that matter, the same 
criticism would attach to any agency 
limitation rule or any rule or law by 
which a man’s privilege to earn an hon- 
est living in a constitutionally open 
field was prohibited or abridged. 


“However, we are clear on one point; 
our plan would include no class dis- 
tinctions. We might not have a barber 
or an undertaker on our agency roster, 
but we wouldn’t prohibit them. We 
would aim to place on a par the honor- 
able big man and his honorable small 
business brother without regard to 
whether they supplement their insur- 
ance incomes as real ‘estaters’ or follow 
in part other more frowned on callings. 
We would exact but one thing more and 
that is that each should exercise a de- 
gree of intelligence fitted to the neces- 
sities and help us make our intere<-*~ 
and his nearly one as might be. Ola- 
fashioned we admit, but we would like 
to trv it out that way for a while any- 
how.” 





ASSOCIATES CO., OF NEW YORK 


The Associates Co., of New York City, 
has been chartered in Delaware with a 
capital of $10,000 to do a fire and casu 
alty insurance business. The Eastern 
Underwriter could not discover the ex. 
act nature of the business this Company 
planned to transact, whether it is to be 
a surplus line business or not. 


NEW TAX BURDENSOME 





Foreign Companies Favored in Latest 
Revenue Measure of Congress— 
Capital and Surplus Not Assessed 





A tax of one per cent. on each dol- 
lar of fire insurance premium has been 
provided for by the House of Repre- 
sentatives. The wording of this bill 
leaves room He, gy continuation of 
this tax, which i nsidered a war 
measure, after the European war has 
ended. 

A detailed analysis of the bill would 
seem to indicate that several clauses 
tend to favor the foreign companies. 
The bill provides for the taxation of 
the capital and surplus of companies 
deposited in the United States and, 
since in most cases the capital and 
surplus of foreign companies is de- 
posited at their home offices, and be- 
cause foreign companies transact one- 
third of the fire business in the United 
States on one-sixth of the capital and 
surplus involved, the bill appears to 
give such companies an advantage. 

The additional tax thus provided for 
does not include the recall of the 
stamp tax nor the reduction of the 
corporation tax. The fire underwriters 
feel that they have a grievance against 
this particular bill in that when the 
stamp tax was promulgated, the com- 
panies voluntarily assumed the  bur- 
den, though the tax was intended to 
be borne by the assured and they now 
feel they have been discriminated 
against while large corporations of 
other lines have been able to escape 
the corporation tax by investing their 
surplus earnings in additional equip- 
ment, etc., which subterfuge is denied 
to the insurance companies because of 
the nature of the business. In the in- 
terim, the corporation tax has been 
increased, the stamp tax continued 
and an additional tax levied on the fire 
insurance companies, little of which 
can be transferred to the policyholders. 





FAVORING TEUTONIC COMPANIES 





Rochester German-Americans Reported 
as Cancelling Policies in Retaliation 
for “Black List” 





Rochester, N. Y., Aug. 16.—Some 
Gcrman-Americans in Rochester, fol- 
lowing the example set by German- 
Americans in other cities, are cancel- 
ing and transferring insurance policies 
issued by companies having British 
cennections. This is said to be in re- 
taliation for the so-called trade black 
list of the British. 





Assets 








The Columbian National Fire Insurance Company 


T. A Lawler, Pres. 
JANUARY Ist, 1916 

eRe RIO ae 

Surplus to Policyholders. ....$1,257,680.79 


EASTERN DEPARTMENT, Scranton, Pa. 


Massachusetts, Rhode Island, New York, 
New Jersey, Pennsylvania and Maryland 


James J. Boland, Manager 
Reliable agents wanted in unrepresented territory 


H. P. Orr, Sec.-Treas. 








CLAIM AWARD INFLUENCED 


COURT RULES ON ARBITRATION 





Conditions Under Which Award May 
Be Impeached—When Arbitration 
Is Binding 





Thirteen companies defended a claim 
for loss after arbitration and award on 
the ground that the sum was greatly 
excessive and was influenced. The 
property consisted of patterns, draw- 
ings, models, prints, etc., pertaining to 
the manufacture of planers’ and other 
machinery, situated in a frame build- 
ing. There was some evidence that the 
insured set the fire and also that the 
types and styles of planers have been 
superseded by later improvements and 
better types and, that if the material 
and property destroyed were valuable. 
it would have been stored in a safe 
place by the insured. 

On the matter of influence, it was 
claimed by the companies that luncheon 
had been provided and cigars furnished 
the arbitrators at their several meet- 
ings, which influenced excessive award 

Impeaching Award 

On the question of how an award may 
be impeached the Supreme Judicial 
Court of Massachusetts said: 

“The defendants under our law can 
impeach an award on the ground the 
referees were guilty of misconduct, in- 
stead of resorting to a bill in equity to 
have it set aside. * * * The ref 
erees were unhampered by any restric- 
tions or conditions and their decisions 
on all necessary questions of law, and 
their findings of fact involved in the 
question or controversy submitted, are 
final. (Citing numerous authorities.)” 

.As to the test of excessive award, 
prejudiced or influenced, the courts say: 

“It is a general rule even if the letter, 
properly admitted in evidence, of plain- 
tiffs’ counsel replying to a letter from 
defendants’ counsel previously intro- 
duced tends to show a contrary practice, 
that referees or arbitrators clothed with 
authority and the power of deciding 
controverted questions between party 
and party should be disinterested and 
impartial unless with the mutual un- 
derstanding of the parties they are pur- 
posely selected as partisans. * * * 

“It is also settled that where the de- 
feated party is aware of the existence 
of conditions which may influence the 
judgment of an arbitrator or referee, 
or previous to the hearing has sufficient 
notice of the partiality of one or more 
of the referees to put him upon inquiry 
but remains silent, he cannot afterwards 
object to the award or report on the 
ground of partiality.” 

The award of the arbitrators was sus- 
tained. Doherty, et al. vs. Phoenix Ins. 
Co., 112 N. E. Rep. (Mass.), 940. Di- 
gested for The Eastern Underwriter by 
Geo. J. Kuebler, of the Chicago Bar. 





Valued Policy Question 
(Continued from page 13.) 

putes that go with co-insurance riders. 

In short, two sets of underwriters 
heve approached the problem of a new 
branch of business from opposite direc- 
tions, with some unavoidable disagree- 
ments resulting. But it is plain a com- 
mon basis, adapted to neither building 
ror boats, but to automobiles, must 
eventually be found. Not only will the 
two classes of companies be able to 
get on together; they will be unable 
tc get on apart. With each group able, 
not to say eager, to write all the busi- 
ness there is, it is clear neither can 
operate a conference without the other. 
it is peace for all, or war for all—and 
the late Gen. Sherman is still the un- 
erntradicted authority on war. The 
automobile business will have to be 
settled in accordance with the cele- 
brated decision that pigs is pigs. 





The First National Fire Insurance 
Company of Washington, D. C., recent- 
ly entered the State of New Hampshire. 
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Inspecting Snake Hill 
A suburban special agent had carried 
a request to inspect Snake Hill, the 
Hudson County Industrial prison around 
for about a year until recently when in 


that proximity, deciding to carry out 
the commission, he approached a by- 
stander and inquired if it were neces- 


sary to secure a pass to get in to do 
the work. He was referred to a promi- 
nent member of the Board of Free- 
holders to whom he repeated the ques- 
tion. He was advised that he would 
not need a pass to get in, but, judging 
from his appearance it would be very 
necessary to show one to get out. 
* * 
Hanson Snaps Sick Fishers 
Victor Hanson, of the Aetna, 
went fishing Saturday, expects to do a 
rushing business in photography. He 
snapped everyone whom he could catch 
leaning over the rail and plans to send 
each one a print with a query as to 
how much it would be worth to the, 
subject to have that picture suppressed. 
ae * co 


who 


Admit Hartford Unimportant? 

W: L. Mooney, J. V. Adams, A. R. 
Sexton and D. W. Stone, of the home 
office of the Aetna, when returning from 
the fishing trip Saturday, discovered 
that there was no train carrying a 
sleeper for Hartford so they took a 
sleeper to Springfield, 26 miles beyond 
Hartford, planning to come back on 
Sunday morning. 

~” * a 
Some Have Tuberculosis; Others Like 
Garlic 

A New York physician states that the 
reason why Jews and Italians are so 
nearly immune from tubercular trou- 
bles, is because garlic enters so largely 
in their food consumption. He calls at- 
tention to the fact that Italian physi- 
cians use garlic as an infusion or 
through poultices as a remedy for tu- 
berculosis. 





COMPENSATION DECISIONS 





Results of Hearing Before New York 
State Industrial Commission at 
Utica Last Week 
The following compensation cases 
with the noted dispositions were decided 
at the hearing before Deputy Commis- 

sioner Richards at Utica last week: 

Samuel Youngs in his claim against 
the Remington Arms Company and the 
London Guarantee & Accident Insur- 
ance Company was awarded 64 weeks at 
$16.75, total $1,072, for the loss of one- 
half the use of an eye. The case was 
closed. ' 

Leonardo Santoro was granted 11 
weeks on decreased earning capacity, 
total amount $41.25. The case of his 
claim against Clarence Sawner and the 
Casualty Company of America will be 
continued. 

An eward of $64.61 was made in the 
case of Mike Miller, claimant, against 
the New York Mills and the American 
Mutual Insurance Company, for the pur- 
pose of determining the advisability of 
granting a lump sum award. The case 
is also continued. 

The matter of Vito Sciancelpore’s 
claim against Grant, Smith & Co., and 
Locher, and London Guarantee & Acci- 
dent Insurance Company was adjourned 
to August 23 for investigation of the 
case. 

No award was made in the matter of 















FRENCHMAN LIKED THE POLICY 


Enthusiastic Over Form Covering “Ac- 
cidents Susceptible to Arrive of 
a Delay of 24 Hours” 





A Frenchman who bought one of the 
twenty-four hour travel accident poli- 
cies of the Travelers, is very enthu- 
siastic over the form and he proposes 
in a letter to the Company—but read: 

“Having had the occasion to assure 
myself last year on the life, by the in- 
termediate of the New York’s office of 
the American Express Company for 
my travel from New York to Paris, and 
having had the occasion to want Ob- 
taining here from French Insurances 
Companies a policy of same kind, to 
cover the risks of my return, I had oc- 
casion to see the difficulty to do it un- 
der practical conditions, and it is re- 
sulted that, that suggest me the idea 
to propose you to be your representa- 
tive in Paris for France, where we 
think it would be possible to procure 
you an important custom for policies 
of insurance, said “Travelers” because 
the French insurances Companies don’t 
cever this special risk. 

“The policies of insurances of which 
we speak are policies referring to the 
insurance against the accidents suscep- 
tible to arrive only during a travel of 
a delay more or less longer, by in- 
stance, of 24 hours to a month. 

“The French insurance Companies 
don’t assure against these risks only 
for a minimum delay of one year and 
the premium to pay is too much raised 
to be practical.” 





BASEBALL LEAGUE CELEBRATE 





Teams of Fire Insurance Companies to 
Hold Annual Affair October 11— 
Cup to Be Presented 





The Fire Insurance Baseball League 
of New York City has set October 11, 
Columbus Day, as the date for its an- 
nual reception. George Merkle, man- 
ager of the Continental-Fidelity-Phenix 
team; Fred Thunger, manager of the 
North British & Mercantile team; John 
Dolan, manager of the Globe & Rutgers- 
J. S. Frelinghuysen team; W. F. Stanz, 
manager of the Hartford Fire team; T. 
O’Donohue, manager of the Home’s 
team; Joseph Boyle, manager of the 
Commercial Union team; William Mof- 
fat, manager of the Phoenix of London 
team; and J. Houghton, manager of the 
Northern of London team, comprise a 
committee to arrange for the annual 
affair of the League. W. F. Stanz, of 
the Hartford Fire, is chairman. 

The reception will be held at the Ter- 
race Garden, 58th Street and 3rd Ave 
nue. The program for the evening pro- 
vides for the presentation of the cup to 
the winning team and of medals to the 
best pitcher and batter in the League. 
Tickets will be on sale this week and 
will be 50 cents each. 

Last year, there were more than a 
thousand people present at the League’s 
celebration and the committee has made 
arrangements to accommodate fifteen 
hundred this year. After the presenta- 
tions, dancing will be in order. 








a claim by Joseph Brothers against Ed- 
ward Everett and Travelers Insurance 
Company, for the purpose of determin- 
ing the extent of disability. 


~—mG0O DEEP SEA FISHING 


AETNA MEN KILL SHARKS 





Good Ship “Admiral” Takes Fourteen 
Out on “Briny Deep”—Submarine 
Bremen Not Sighted 





On Saturday, August 12, 1916, off the 
“bleak and rock bound coast” of Long 
Island, a small party of fourteen fisher- 
men took their lives in their hands and 
went deep sea fishing. The members 
of this band comprised the remnants of 
an organization known as the “Ginks,” 
which was born on the trip of the Aetna 
men to the Pacific Coast last fall. 
Alfred J. Hodson, superintendent of the 
agency and business extension depart- 
ments of the New York office of the 
Aetna, is President Gink and it was 
under his direction that the plans for 
this trip were made and consummated. 


On Friday night the men congregated 
at Wreck Lead, L. I, where they pur 
ap for the night. Breakfast was served 
at 5 o’clock the following morning and, 
in the good ship “Admiral,” the party 
set saii for the fishing grounds at 5:30. 
Arriving at “Buoy 4” about 7, the men 
separated into two groups, those catch- 
ing fish and those feeding fish. There 
were five of the latter who enthusi- 
astically did their best to persuade the 
fishes not to bite at mere clam bait. 
The catch consisted of 72 black sea- 
bass, 42 porgies, 5 sharks ranging from 
2% feet to 4 feet in length, 1 fluke, 
about 50 skates and about- 70 sea- 
robins. First and second prizes were 
arranged for the biggest fish. C. B. 
Beardsley won the first prize with the 
fluke which weighed 4% pounds, and 
J. J. McKenna the second prize with 
a 3%4-pound bass. 

The men who were brave enough to 
defy their wives and business to carry 
out their vow to the Gink band were: 
W. L. Mooney, superintendent of agents 
of the Aetna; J. V. Adams, assistant 
secretary; A. R. Sexton, assistant sec- 
retary; D. W. Stone, assistant secre- 
tary; A. J. Hodson, superintendent of 
agency and business extension depar- 
ment of the New York office; G. B. 
Beardsley, special agent in New York; 
J. J. McKenna, special agent in New 
York; Victor Hanson, assistant super- 
intendent of the accident-health de- 
partment of the New York office; T. E. 
D. Darling, special agent in New York; 
Steven Angel, agent at Scarsdale; Wm. 
P. Merrill, agent at Staten Island; 
Oscar V. Barger, agent at Peekskill; J. 
R. Cotte, of East Rockaway, and R. W. 
Swayne, of The Eastern Underwriter. 

When within ten minutes from the 
dock on the return trip, it was dis- 
covered that one of the men still 
showed no signs of life and it was de- 
cided to hold his funeral at sea. W. L. 
Mooney delivered the funeral address 
and the music was rendered by the 
entire company. J. J. McKenna domi- 
nated the Amen corner but suddenly 
changed his tune when he saw that the 
captain, in watching the ceremony, 
had come within six feet of running the 
boat into a mud bank. The victim was 
finally brought to life by applying a 
cold bottle to his ear. 





Arthur S. Huey, secretary of the 
Hiartwig-Moss agency in New Orleans, 
was in New York this week. 


FRANK BLOOMER DIES 

Frank T. Bloomer, one of Buffalo’s 
most prominent fire insurance agents, 
died on Wednesday. He was stricken 
last Sunday with paralysis and failed 
to recover. Mr. Bloomer was born in 
Buffalo and was 69 years old. He was 
a member of the firm of Bloomer & 
Bullard. 





THE HANOVER 


FIRE INSURANCE COMPANY 


Incorporated 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, General Agents 
Metropolitan District 
100 WILLIAM STREET, NEW YORK 








The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs 
for Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL 
SERVICE 


GENERAL OFFICES AND WORKS 
NEWTON UPPER FALLS, MASS. 


AGENCIES 
5708 Grand Central Terminal, New York 
448 John Hancock Building, Boston, Mass. 
1216 Lytton Building, : icago, Ill. 
335 Wabash Building, Pittsbur, 
915 Postal Building, San Francisco 
is —— Fg J ay 
Jtica Fire arm Telegrap! - 
Utica, N. Y. 
Northern Electric Company. Limited, 
Montreal, Canada. 
General Fire Appliances Co., Ltd., - 
ohannesburg, South Africa 
Colonial Trading Co., Ancon; 
Canal Zone, Panama 
F. P. Danforth, 1060 Calle Rioja, : 
Rosario de Santa Fe, Argentine Republic 








1916 


1853 Sixty-Third Year 


FARMERS’ 
Fire Insurance 
Company 


YORK, PENNSYLVANIA 


Assets (Dec. 31, 

.. aa $1,099,331.19 
Net Surplus (Dec 

a. 496,079.49 


W. H. MILLER, President 
A. S. McCONKEY, Sec. and Treas. 











First National Fire 
of the United States 


ASSE 

Real Estate (Equity)............. $ 254,500.00 
DEPURRNOO: TOOMS  vcscivesccsssccocs 235,600.00 
Bonds (Market Value)............ 972,966.29 
Cash in Banks and -Office........ 38,387.53 
BUTT BOIRNOO oi ckacvncacsesacs 81,266.65 
Interest and Rents Due and 

EE.’ Kiiidanesecoksavadesendes 27,215.03 
Ce ee ee ene) eee 4,692.31 
i Seen a $1,614,627.81 

ROBERT J. WYNNE, Pres. 


New York City foot 
WM. SOHMER, William St. 
New York City 





Statement of Condition Dec. 31, 1914 


Insurance Company 
Washington, D.C. 


LIABILITIES 

Outstanding Fire Losses.......... $ 30,278.41 
Unearned Premium Reserve...... 244,603.01 
Accrued Charges on Real Estate 18,646. 
pe eit nia hicasracinkaons 8196.78 
‘apital Stock Fully Paid $877,275.00 
Capital Stock Partially 

Me.  danstencsoceaesece 22,260.70 
EE  aéncsscacevensves 404,407.62 
Surplus to Policyholders.......... $1,303,943-32 
TEE, \;nishitneie ghee Unameamsenaewal $1,614,627.81 


JOHN E. SMITH, Managing Underwriter 


Brooklyn = 
FRANK ECKEL BECKER, 153 Remsen St. 
Brooklyn, N. Y. 
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Casualty and Surety News 








Death from Operation 
Covered Under Policy 


HELD ACCIDENT BECAUSE A 
RUPTURE CASE. 








Massachusetts Supreme Court Decides 
Interesting Point—Legal Construc- 
tion of Clause Uncertain 





An interesting case in which death 
resulting from an operation was held 
an accident has been decided in Massa- 
chusetts. The insured under an acci- 
dent policy slipped, fell and was rup- 
tured. The evidence showed that he 
was predisposed to rupture from birth. 
The inguinal canal was not closed as it 
should have been, but was kept shut by 
the muscles. It was also shown that 
the rupture was not reducible and that 
an operation was the proper remedy. 


The operation was on December 28, 
and death resulted the following Janu- 
ary 10. So far as healing the wound 
the operation was successful and it was 
said that death was due to “obscure 
physiological poisoning due to some un- 
known changes in bodily functions due 
to etherization.” 

The policy contained the following 
clause: ; 

“Tf any one of the losses named in 
this section shall result directly and 
independently of all other causes from 
such injuries within ninety days from 
date of accident, but not necessarily 
causing immediate and continuous dis- 
ability, the company will pay the sum 
set opposite such loss.” 


Construction of Clause Uncertain 


The jury found for the beneficiary. 
In overruling the exceptions of the com- 
pany the Supreme Judicial Court of 
Massachusetts said in part: 

“The more difficult question arises 
under the defendant’s contention that 
there was no evidence that the death of 
the assured resulted ‘directly and inde- 
pendently of all other causes’ from the 
accidental fall which the assured suf- 
fered on December 15, 1910. So far as 
we know the true construction of that 
provision of the policy is a question of 
novel impression. * * * Neither the 
plaintiff nor the defendant has brought 
to our attention any case involving a 
consideration of the proper construction 
of such a clause in a policy of accident 
insurance and no case of that kind has 
come to our attention. 

“The defendant has not laid stress 
upon the provision of the policy that 
the death must result ‘directly’ from 
the injury in question. This may be 
because of the provision that the injury 
need not cause ‘immediate’ disability. 
Under those circumstances we do not 
stop to consider that provision and pro- 
ceed to the consideration of the pro- 
vision that death must result frcm the 
injury ‘independently of all other 
causes.” 

“Having in mind the apparent purpose 
and intent of the parties in taking out 
and granting a policy of accident insur- 
ance, we are of opinion that in a case 
where a surgical operation becomes nec- 
essary to deal properly with the effects 
of an injury within the policy of acci- 
dent insurance and the assured dies as 
a result of the operation death results 
‘independently of all other causes from 
such injuries. * * 

“If the jury found in the case at bar 
(as indeed they must have found) that 
the occasion of the death was ‘an ob- 
scure physiological poisoning due to 
certain unknown changes of the bodily 
functions brought on by etherization’ 
they were bound, or at least they were 
warranted in finding that that was a 


PLATE GLASS RULES 





Exchange Appoints Committee of Five 
to Propose Changes Governing New 
York State Territory 


At the special meeting of the Plate 
Glass Insurance Exchange on Monday, 
a committee of five was appointed, con- 
sisting of C. E. W. Chambers, of the 
Lloyds; H. C. Hedden, of the New Jer- 
sey Fidelity & Plate Glass; Howard 
Clarke, of the Great Eastern; S. W. 
Burton, of the Metropolitan Casualty; 
and C. W. Van Winkle, of the Com- 
mercial Casualty, to examine the rules 
of the Exchange and propose such 
amendments or changes as may be 
necessary to cope with the situation 
caused by the addition of New York 
State to the territory of the Exchange. 
This committee will also report as to 
the adequacy of the rates affecting the 
territory outside greater New York and 
as to commission and agency rules ap- 
plicable thereto. 


It was moved and seconded that a 
clause be added to the penalty rules 
passed at the meeting of October 14, 
1915, as follows: 

“No policy which is the subject of a 
complaint and under consideration by 
a complaint committee shall be can- 
celled after a complaint has been 
made, for the purpose of avoiding the 
penalty, and if, in the opinion of the 
complaint committee, cancellation shall 
have been so affected, a penalty of an 
amount equal to 25 per cent. of the full 
Exchange premium shall be paid to the 
first complaining company.” 

This motion was carried, the Travel- 
ers Indemnity opposing on the grounds 
that it was opposed to cash penalties. 

It was passed that the rates for New 
York State should be as follows: 

1509 manual flat, and that all rules of 
the Exchange except the rule as to 
complaints and penalties, not contained 
in the manual, be deemed to refer to 
greater New York only. These rates 
become effective September 1 as to 
new and renewal business. The man- 
ager of the Exchange was instructed to 
file with the Insurance Devartment the 
manual and rates adopted by the Ex- 
change for the territory outside greater 
New York. 








BURNS WITH GLOBE INDEMNITY 

Edward C. Burns has been appointed 
head of the city burglary department 
of the Globe Indemnity. Mr. Burns was 
formerly with the Casualty Company of 
America and comes to the Globe from 
the burglary department of the Great 
Eastern Casualty. 





mere incident of the operation, which 
operation was caused by ‘accidental 
means’ within the terms of the con- 
tract.” 

Collins vs. Casualty Co. of America, 
112 N. E. Rep. (Mass.), 634. Digested 
for The Eastern Underwriter by Geo. J. 
Kuebler, of the Chicago Bar. 





Home Office 





Fidelity and Surety Bonds 


AMERICAN FIDELITY COMPANY 


Accident, Health and Burglary Insurance 


We have attractive contracts for good agents 


WRITE 


Montpelier, Vermont 


TO 








MASS. BONDING CO. CHANGE 


SHORTS MADE VICE-PRESIDENT 








Also Chairman of Executive Commit- 
tee—Comes to Boston From Saginaw 
—Pres. Falvey’s Statement 


R. Perry Shorts, who has been in 
charge of the accident and health busi- 
ness of the Massachusetts Bonding and 
Insurance Co. of Boston, from the Sag- 
inaw, Michigan, office, has been elected 
vice-president of the Company and also 
chairman of the executive committee. 
Mr. Shorts will move to Boston Sep- 
tember 1. He will be remembered as 
the vice-president of the United States 
Health and Accident Co. of Saginaw, 
which re-insured in the Massachusetts 
Bonding and Insurance Co. 

The Company has placed itself on a 
firm foundation for a development of 
its business in all lines. Its financial 
statement at the close of business June 
30 shows total assets of $4,800,106, sur- 
plus of $567,867 and a surplus to policy- 
holders amounting to $1,987,250. 

In making the announcement of Mr. 
Shorts’ election, President T. J. Falvey 
said: 

‘It is with more than ordinary 
pleasure that, as president of the Com- 
pany and personally, I am able to an- 
nounce the election of Mr. R. Perry 
Shorts, now in charge of our accident 
and health lines at our Saginaw, Michi- 
gan, offices, as first vice-president of 
the Company and chairman of the 
executive committee. The creation of 
this dual office has for its purpose the 
giving to the president a relief and 
assistance which will enable him to 
devote more of his time to the further 
up-building and development of the 
Company’s large interests, which by 
reason of the rapid growth of.the Com- 
pany’s business, imposing a tremen- 
dous amount of detail, has been denied 
him in the last few: years. 

“We must consider it particularly for- 
tunate that Mr. Shorts is to join our 
home office staff. His qualifications for 
just such work and his unusual ability 
which is everywhere admitted, especi- 
ally fit him for this important post. 
His first start in the business about 
sixteen years ago was as an insurance 
solicitor. Later he took up the study 
of law and has devoted years of the 
hardest labor to the legal aspects of 
the insurance business. His long ex- 








NEW YORK METROPOLITAN DEPT. 
100 William Street 





Geueral Arrident 


Fire and Life 


Assurance Corporation, Ltd. 
Perth, Scotland 

FREDERICK RICHARDSON, United States Manager 

General Building, 4th and Walnut Sts., Philadelphia 


Accident—Health—Liability—Workmen’s Compensation 
Automobile—Elevator—Teams—Burglary—Etc. 


NEW ENGLAND DEPARTMENT 
18 Post Office Square, Boston 








perience in the management of the 
United States Health and Accident and 
Insurance Company gave him a rare op- 
portunity to study and perfect system 
and to know men both at home and in 
the field. The great results accom- 
plished by him since he has had charge 
of our own health and accident lines at 
our Saginaw, Michigan, general offices, 
give stronger testimony than can words 
of his capacity and fitness for his new 
responsibilities.” 





IT WAS GOOD 


Pres. Winslow of Metropolitan Says 
Explosion Losses Will Bring Addi- 
tional Premiums to Companies 


In answer to a query as to the effect 
the enormous losses paid by the plate 
glass companies would have on the 
business, Eugene Winslow, president 
cf the Metropolitan Casualty Co., said 
that it constituted the best possible 
advertising for the business, although, 
like all advertising, it cost the compa- 
nies money. . 

For that reason, he said, it would 
have been inadvisable for any of the 
ccmpanies to have taken advantage of 
a possible technicality that would have 
permitted them legally to deny liability 
for a loss that morally they were re- 
sponsible for. Had that been done, it 
would have taken years for the busi- 
ness to retrieve its lost prestige. 

Mr. Winslow expressed himself as of 
the opinion that the course adopted by 
the companies of paying the losses and 
replacing the broken lights as soon as 


ADVERTISING 








pcssible will return to them much of 
the business lost two years ago be- 
cause of the wide criticism of rates 


and that it will also bring considerable 
new business. He pointed out that a 
man whose glass was broken through 
the explosion but was not protected 
by insurance, will naturally secure a 
policy as soon as he is able and that, 
since it is hardly possible that another 
such loss will occur for some time, the 
piate glass companies stand to reap a 
good profit on the money “invested” 
this week. 





PUT IT UP TO BONDING CO. 





Newark Common Council Votes to 
Have Aetna Complete City Hospital 
Morgue 





The Common Council of Newark has 
vcted to put the completion of the new 
City Hospital morgue up to the Aetna 
Acc. & Lia. Co., which was on the bond 
of the Jersey City Construction Co., 
the contractors that abandoned work 
ou the building. 

Resumption of work on the building 
will be involved in difficulties with the 
labor union because the union demands 
that the workmen be paid from the time 


that the job was discontinued to the 
time of its resumption. New bids re. 
ceived to complete the work include 


this payment, the lowest being $3,333. 
The Jersey City Construction Co. is re- 
ported as out of funds and unable to 
continue the work. 
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NATIONAL CASUALTY EXPLAINS 


GIVES POSITION ON WAR RISKS 





Company Cites Loss of Suppositious 
Battalion to Show Disabilities Are 
Not Accidental 





In a-message to its agents this week 
the National Casualty of Detroit tells 
them why the Company refused to write 
accident-health policies on militia go- 
ing to the Mexican border. Its position 
as outlined by the Company is as fol- 
lows: 

“Immediately the President issued 
his call for the mobilization of. the 
State militia, the question arose from 
all sides, ‘What effect will it have on 
the insurance of our policyholders?’ In 
order to meet the issue squarely and 
settle the matter definitely, a special 
communication was sent to every rep- 
resentative of the Company, which 
stated that the call for State mobiliza- 
tion would not in any way affect the 


insurance. It further stated that a call. 


for general mobilization along the 

Mexican frontier would not affect the 

insurance. It further stated that the 

insurance would not be affected at all, 

unless the militia engaged in war serv- 

ice and became subject to war risks. 
Is Matter of Hazards 

“In our Manual of Hazards we state 
that soldiers and sailors, war service, 
are not insurable. It is all a matter of 
hazard. Occupations of whatever char- 
acter, are surrounded by well defined 
general hazards, and produce a certain 
average of disabilities both from acci- 
dent and illness. This is because the 
environment of occupation is invariably 
fixed within certain determinable limits 
of exposure to personal injury, and like- 
wise the living conditions of any one 
thousand persons in the same occupa- 
tion will assume a general average, 
which will give further and fairly ac- 
curate bases for determining correct 
classification. Thereafter it is not dif- 
ficult to figure premiums and indemni- 
ties. But when it comes to the war 
hazard, there is no basis. Wars are 
not fought over the same ground or un- 
der similar conditions. During the Civil 
War more men died from illness than 
from fighting. The Spanish-American 
War carried our men into some of the 
most unsanitary conditions in the world. 
The present political war flurry is 
likely to transport thousands of un- 
seasoned civilians into the torridness 
of Southern Texas, New Mexico and 
Arizona. 

“Take for illustration a single bat- 
talion of a thousand men, a thousand 
dollars of premium paid, a campaign of 
fighting such as Verdun for a period of 
thirty days. First and last the losses 
incurred during such a campaign would 
probably amount to two hundred thou- 
sand dollars. Any other fighting unit 
of similar proportions would amount to 
the same. That supposes conditions 
and results such as have happened re- 
peatedly in the European war. But let 
us cut in half, and we still have 100 to 
1; again in half, 50 to 1; again in half, 
25 to 1; again and again, and we have 
6 to 1. That brings us to 3 per cent. 
of probabilities as to conditions, and 
still a loss ratio of 600 per cent. It 
therefore resolves into the conclusion 
that war disabilities cannot classify as 
accidental, and should not be covered.” 


JOHN JUNK, JR., DEAD 

John R. Junk, Jr., who for many 
years was connected with the New 
York office of the Aetna and of late has 
been engaged in the towing business 
as a member of the firm of the Staten 
Island Towing Co., was drowned last 
Sunday. He fell overboard from one 
of his boats at Staten Island, striking 
his head against a pier and ‘becoming 
unconscious. No one was near to ren- 
der assistance and when found it was 
impossible to revive him. Mr. Junk 
was a brother-in-law of Charles H. 
Phelan, manager. of the New York of: 
fice of the Aetna. 


NATIONAL COUNCIL MEETING 





Plans for Convention at White Sulphur 
Springs in September—Extending 
Council Movement 





Among the important conventions of 
insurance men during the month of 
September will be the annual meeting 
of the ‘National Council of Insurance 
Federations at White Sulphur Springs, 
W. Va., September 18. 

While the National Council meeting 
will not be a large gathering so far 
as numbers go, yet those present will 
represent a very large proportion of 
those concerned in the business of in- 
surance in the United States. Each 
federation—which is State-wide—is en- 
titled to one representative at the 
convention, this representative having 
authority to cast the vote of the entire 
membership of his federation, whether 
it be one thousand or ten thousand. 
The federation movement has grown 
from eleven (11) federations, less than 
a year ago, to forty-one (41) federa- 
tions, and (according to the present 
plans) half a dozen more will be added 
before the date of September 18. 

With nearly every State organized, 
the work of extension which has oc- 
cupied the National Council’s attention 
during the past year, will be succeeded 
by that of strengthening and solidify- 
ing the entire chain of organizations 
into a more perfect whole. How this 
can be done most effectively will be 
one of the principal problems for solu- 
tion at the coming meeting. 

Relative to the things already ac- 
complished and those to be attempted, 
reports will be made by President W. 
SS. Diggs, Secretary Mark T. McKee, 
and the following committees: Ex- 
tension, efficiency, constitution, publi- 
cation, auditing and co-ordination. The 
personnel of these committees is as 
follows: 

Extension Committee: Geo. D. Webb, 
Chicago, Ill.; Emmett: V. Thompson, 
St. Louis, Mo.; J. K. Livingston, De- 
troit, Mich.; G. Arthur Howell, Atlanta, 
Ga.; Thos. F. Daly, Denver, Colo., and 
Philip S. Powers, Richmond, Va. 

Committee on Constitution: Chair- 
man, W. G. Wilson, Cleveland, O.; W. 
E. Straub, Lincoln, Neb.; H. L. Rem- 
mel, Little Rock, Ark.; John H. Fraine, 
Grafton, N. D.; Karl V. Lively, Port- 
land, Ore., and J. W. Henry, Pitts- 
burgh, Pa. 

‘Committee on Efficiency: Chairman, 
Fred L. Gray, Minneapolis, Minn.; J. 
R. Molony, San Francisco, Cal.; Craig 
Belk, Houston, Tex.; J. Morton Morris, 
Louisville, Ky., and H. R. Cunningham, 
Helena, Mont. 

Publication Committee: Chairman, 
Henry Rightor, New Orleans, La.; 
James B. McKee, Nashville, Tenn., 
Thos. E. Braniff, Oklahoma City, Okla.; 
Geo. W. Rourke, Seattle, Wash.; W. 
Maleolm McCrory, Jacksonville, Fla., 
and Willard Done, Salt Lake City, 
Utah. 

Auditing Committee: W. W. Webb, 
Topeka, Kans.; H. E. Lasche, Mil- 
waukee, Wis., and W. B. Merrimon, 
Greensboro, N. C. 

These reports will be followed by 
general business and the election of 
officers. The afternoon meeting will 
be taken up with an officers’ confer- 
ence, which in a sense will be in the 
nature of a “round table.” The after- 
noon program will also include a num- 
ber of two-minute talks by State rep- 
resentatives and a general meeting of 
all the officers of federations and field 


PLANS FOR THE CONVENTION 


TOPICS BEFORE CASUALTY MEN 





State Insurance May Be Feature of 
Discussion at White Sulphur 
Springs 





The conventions of the International 
Casualty and Surety Underwriters and 
International Casualty and Surety 
Agents which open at the Greenbriar 
Hotel, White Sulphur Springs, on Sep- 
tember 18 will be welcomed to West 
Virginia by an address of ‘welcome by 
the Hon. Henry D. Hatfield, Governor 
of West Virginia. Because of the atti- 
tude of many in West Virginia on the 
subject of State insurance this address 
from the Chief Executive of that State 
will be of special interest. 

Special interest attaches to the an- 
nouncement that Frederick Richard- 
son, the recently appointed U. S. man- 
ager of the General Accident, Fire and 
Life, will discuss at the business sec- 
tion on September 22, “The probable 
development of casualty insurance and 
the need for a scientific treatment of 
statistics as applied to casualty busi- 
ness.” Mr. Richardson is a compara- 
tively new comer in this country among 
insurance executives, and coming from 
the other side where some phases of 
the casualty business have been devel- 
oped further than here, his views on 
this vital subject will be of special mo- 
ment. 

The subject of State insurance will 
probably be one of the vital points to 
be taken up by both International As- 
sociations. A discussion on this sub- 
ject will be opened by J. Scofield Rowe, 
vice-president of the Aetna Life, prob- 
ably one of the most forceful figures in 
this country in the battle that has been 
waged on this subject. The importance 
of this subject is even greater at this 
time than ever before, considering that 
forty odd State Legislatures will hold 
sessions beginning early in 1917, and 
the international conventions in Sep- 
tember will probably strike the key- 
note of the attitude of the companies 
and agents on this subject. 

The following additional announce- 
ments have been made of the Chair- 
men of Committees of the Sixth An- 
nual Convention of the Casualty and 
Surety Underwriters: 

Credentials Committee—William J. 
Gardner. 

Reception 
Joyce. 

Entertainment Committee—Bayard P. 
Holmes. 

Transportation and Hotel Committee 
—Alfred E. Forrest. 

“Committee of Four” on Relations 
with National Association of Casualty 
and Surety Agents—Chas. H. Holland, 
chairman. 


Committee—William  B. 








secretaries. This will be presided 
over by Fred L. Gray. 

In the evening a banquet will be 
held, at which the toastmaster will be 
W. G. Wilson, of Cleveland, O. On the 
speakers’ program are: 

Henry Rightor, New Orleans, La.; 
J. R. Molony, San Francisco, Cal.; 
Chas. H. Holland, New York City, N. Y.; 
J. Scofield Rowe, Hartford, Conn.; W. 
B. Joyce, New York City, N. Y.; R. 
Perry Shorts, Saginaw, Mich.; Newton 
E. Turgeon, Buffalo, N. Y., and a num- 
ber of others. 

The meetings will be held at the 
Greenbriar Hotel. : 





C. A. CRAIG, President 





W, R. WILLS, Vice-Pres. 


The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Industrial, Life, Health and Accident Insurance 
in ONE policy 


C. R. CLEMENTS, Sec, & Treas. 








CASUALTY SECTION PROGRAM 





W. G. Cowles, of Travelers, to Speak 
at Boston Meeting of National 
Agents’ Association 





The second day of the annual con- 
vention of the National Association of 
Insurance Agents to be held in Boston, 
September 12-15, will be given over to 
the casualty and surety section. The 
Association has secured as a speaker, 
Walter G. Cowles, of Hartford, vice- 
president of the Travelers. Mr. 
Cowles has practically spent his life in 
the liability and workmen’s compensa- 
tion business and has built up the im- 
mense liability department of the Trav- 
elers. He is one of the best posted 
liability underwriters of the country 
and an interesting speaker. His re- 
marks are sure to excite attention and 
to cause discussion and the exchange 
of ideas. 

Following Mr. Cowles’ address the 
new Casualty Committee composed of 
some of the ablest casualty agents in 
the country will make a special report. 
J. K. Livingston, of Detroit, well known 
to the members of the Association, is 
chairman of this committee. 


Then will follow the consideration of 
special topics, “Resident Agent Laws” 
and “State Insurance.” The treatment 
of these subjects will be in the hands of 
prominent agents qualified to discuss 
them. 


Conference on Interinsurers 

Following the adjournment of the 
casualty section another important de- 
partment conference will take place on 
the subject of “Interinsurers and Mu- 
tual Competition,” this meeting being in 
charge of John F. Ankenbauer, of Cin- 
cinnati, whose publications on the sub- 
ject of “Interinsurers and Reciprocals” 
is generally known to agents. 

All the subjects of the convention in 
the various departments are open to 
free discussion among the delegates. 
Provision is made for the introduction 
and discussion of resolutions and a 
large resolution committee will be pro- 
vided as usual, consisting of a delegate 
from each of the States represented. 
The Nominating Committee, which pro- 
vides a slate of officials for the con- 
vention, will be made up in the same 
way. 

Closing Session 


The third day of the convention will 
be devoted to the reports of the Com- 
mittee on Resolutions and Nominations 
and also of State officers. At this time, 
too, will come the invitations for the 
next annual meeting. During this ses- 
sion provision is also made for the 
discussion of ‘Co-operation of Insur- 
ance Interests,” as it is anticipated that 
prominent representatives of other in- 
surance interests will be present at the 
convention and it is intended under 
this heading to develop the idea of 
greater co-ordination between the dif- 
ferent branches of the insurance busi- 
ness. 





GLOBE EMPLOYES HAVE STORE 





Profits of New Venture to Be Distrib- 
uted Among Members—Permits 
Cheaper Buying 





The Globe Indemnity Employes’ As- 
sociation has started a store on the 
ground floor of the Globe’s building at 
45 William. The profits of the sales ot 
the store will go to the general fund of 
the Association which is distributed 
among the members at the end of the 
fiscal year. 

The idea of the store is both to en- 
able the.members of the Association to 
buy cheaper and also to sell to out- 
siders as well. The goods carried in 


stock include everything from groceries 
to toilet articles. Since the store has 
been in operation the sales have totaled 
something over $250. 
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The vacation season usu- 


New Fidelity ally brings object les-. 


Business and sons as to the value of 
Vacations fidelity bond protection, 
as pointed out by the 
Massachusetts Bonding and Insurance 
Co., in its paper, “The Co-ordinator.” 
Defaulters or “secret borrowers,” who 
have been successfully covering their 
tracks and who may think that their 
manipulations are sufficiently obscure 
to escape detection during their absence 
on vacation, nevertheless are frequent- 
ly exposed while away vacationing, 
when their accounts are handled by 
others. 

As a rule it is well to look carefully 
into the accounts of any trusted em- 
ploye who fails to take vacations due 
him, however laudable his action may 
appear at face value. The worst re- 
cent instance, bearing out this point, 
that has come to our attention, is the 
exposure last month of a large shortage 
in the accounts of an employe in a bank 
at Stoneham, Mass. For years his 
shortage had been accumulated, and he 
had successfully juggled his records. 
He might be doing so yet except for a 
chance occurrence which directed sus- 
picion toward his moral habits and re- 
sulted in an investigation which showed 
up his shortage. And it developed that 
he had been considered unusually in- 
dustrious and laudably devoted to his 
work because he had taken no vaca- 
tions for several years. At least one 
surety company that we know of in- 
cludes in its application form a ques- 
tion as to how recently the applicant 
has been absent on vacation, and in 
the light of the foregoing, together 
with innumerable similar cases, it is 
easy to understand the reason for the 
question. 

During this present season shortages 
will be unearthed which have long re- 
mained covered. In some cases the 
facts will become public property, and 
form object lessons to employers who 
have not required fidelity bonds. And 
therein lies an opportunity for agents 
or solicitors who are “on the job.” 


* * * 


All guardians are re- 
Suggestions for quired to give bond 
Writing Bonds. for the faithful per- 
of Guardianship formance of their du- 
‘ ties unless the guar- 
dian is appointed by will and the testa- 
tor exercises the powers conferred by 
statute and exempts the guardian from 
giving bond. This is a class of bonds 
that require the greatest care in under- 
writing and probably the most difficult 
to have the average agent appreciate 
the hazard of and necessity for using 
care in their acceptance and execution. 
Guardians have a broader responsi- 
bilty and much more latitude than an 
administrator or executor in that he 
manages and controls the personal 
property of his ward at his own discre- 
tion and assumes the duties and obli- 
gations of the individual until said in- 
dividual becomes of legal age and there- 
by enabled to take up the management 
of his own affairs. He is the protector 
and custodian of the person and estate 
of his ward and is held to a strict ac- 
countability of his trust. 


He must not permit the property of 
his ward to lie idle or unproductive if 
it is possible to make it productive, nor 
should he pay out or invest the funds 
of the estate without the authority of 
the court having jurisdiction of the 
trust. The large number of these cases 
now on our books show that guardians 
do not appreciate the importance of 
having their acts ratified by a court of 
competent jurisdiction. 

These bonds represent more than a 
mere honesty risk in that they guaran- 
tee other features of the trust and the 
obligation often extends over a long 
period of years, thus the necessity for 


Special Talks With Local Agents 
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greater care and supervision in han- 
dling::them should be apparent to our 
field men. We believe quite a number 
of our agents are under the impression 
that the longer a risk runs the more 
desirable the bond but as a general 
proposition the reverse is true. 

In order to place these bonds on a 
satisfactory underwriting basis, it is 
necessary for the agent to carefully in- 
vestigate the moral and financial stand- 
ing of the applicant and give the home 
office the benefit of such investigation, 
and also furnish complete information 
in connection with the assets of the 
trust and the source from which they 
are derived. Surety companies appre- 
ciate the necessity of safeguarding 
these risks, and with this end in view 
we made the requirement that the agent 
must act as joint control custodian with 
the guardian as it is important the 
surety keep in close touch with his acts 
until the trust ceases and settlement 
made, and while this imposes additional 
work both on the agent and the home 
office it is more than offset by a feeling 
of satisfaction that the interests of the 
surety are protected. We mean by joint 
control that the cash be deposited in 
some good banking institution in the 
name of the guardian and arrange- 
ments made with the bank by due no- 
tice in writing by the guardian that all 
checks for withdrawals must be count- 
ersigned by the agent of the company 
and that all securities of every charac- 
ter be deposited in a lock box to which 
access cannot be had except in the 
presence of the agent and no with- 
drawals made without his consent. 

We desire the co-operation of all 
agents whose powers cover the execu- 
tion of this class of bonds in having our 
underwriting requirements carried out 
in order that we may be enabled to 
handle these bonds with a reasonable 
degree of safety —“F. & D. Journal.” 





F. & D. MAKES GOOD INCREASES 


Notwithstanding the heat, war, pa- 
ralysis epidemic, strikes and rumors of 
strikes the New York office of the Casu- 
alty Department of the Fidelity & De- 
posit Company of Baltimore continues 
merrily on its way. Overcoming a loss 
of over $50,000 due to the fact that the 
Company retired from compensation 
business generally in New York State, 
the local office during the first six 
months of 1916 had a net business writ- 
ten of approximately $350,000 which 
showed a’ substantial increase over the 
same period of 1915 in each line of busi- 
ness written including liability, acci- 
dent, health, burglary, plate glass, and 
the combination automobile policy 
written in conjunction with the Home 
Insurance Company. 





Schenectady County decided last 
week to carry its own compensation in- 
surance. 





The Continental Has More 
Than 150 Policy Forms 


[N selecting a company to represent, 
choose one which has a large variety of 
up-to-date policy forms. 


THE Continental has more than 150 
modern policy forms. These policies 
are written in simple, unambiguous Eng- 
lish thus making unnecessary any dispute 
as to coverage. There is a Continental 
policy to fit every need of every prospect. 
And furthermore CONTINENTAL POL- 
ICIES are DIVIDEND PROLUCERS. 


Continental Casualty Co. 


H. G. B,. ALEXANDER, President 


General Office 
910 Michigan Ave. - - - CHICAGO, ILL. 


Accident, Health, Automobile, Workmen’s 
Compensation and Liability Insurance 
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A Strong Casualty Company 


ACCIDENT PLATE GLASS 
AUTOMOBILE 


GEORGIA CASUALTY COMPANY 


MACON, GEORGIA 


Surplus and Reserves as to Policyholders over $1,000,000 


Writes the Following Forms of Casualty Insurance 


BURGLARY 
AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 


W. E. SMALL, President 


HEALTH LIABILITY 
ELEVATOR TEAMS 








HEAD OFFICE 


CHICAGO 
F. W. LAWSON 


General Manager 
Liability, Accident, 
Burglary, Boiler and 
Credit Insurance 
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THE SIGN :;OF GOOD CASUALTY INSURANCE 





blished 1869. 


London Guarantee & Accident Co., Ltd. 


Esta 


OF LONDON, 


F. J. WALTERS 
Resident Manager 
55S JOHN STREET 
New York 


Elmer A. Lord & Co. 
145 Milk St., Boston 


Resident Managers 
New England 





ENGLAND 








HOME OFFICE, 


PLATE GLASS 
PERSONAL ACCIDENT 
AND HEALTH 


R. R. Cornell, Vice-Pres. 


The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 


CHARTERED 1874 


POLICIES 


EUGENE H.’ WINSLOW, President 
S. Wm. Burton, Sec. 


RELIABLE AND ENERGETIC AGENTS: WANTED 


47 CEDAR STREET 


OF THE MOST 
APPROVED FORMS 


Alonzo G. Brooks, Ass’t Sec. 








C. H. FRANKLIN, U. S. Mgr. and Attorney 
LIABILITY— 


The Frankfort General Insurance Co. 
of Frankfort-On-The-Main, Germany 
— ESTABLISHED 1865 
United States Department, 123-133 William St., New York, N. Y. 
TRUSTEES: Union Trust Company, 80 Broadway, New York City 


INSURANCES TRANSACTED 


Employers 

Public ‘Vessel Owners Burglary 

Teams General Contingent Workmen's Collective 
Workmen's Landlords Druggists & Individual Accident & Health 
Compensation Elevator Physicians Industrial Accident & Health 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 





JNO. M. SMITH, Sec. U. S. Branch 








id PRIME 


FR MANEN Ue cee gROGH 


ORGANIZED 1886 


North AMERICAN AcciDENT INSURANCE © 
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THE ROOKERY 


CHICAGO 


AGENCY OPENINGS [N 


44 STATES 








Capital 
Surplus over all liabilities 


surance, Liability Insurance—Employers, 


Boiler Insurance; Fly Wheel Insurance. 





The Fidelity and Casualty Company of New York 


Metropolitan Office—92 William Street 


SEMI-ANNUAL STATEMENT JUNE 30, 1916 
(daseusetbendavertasesaaeersve $13,129,602.70 


Losses paid to June 30, 1916 ..... 


This Company issues contracts as follows: 
Health and Disability Insurance; Burglary, Larceny and Theft Insurance; Plate Glass In- 
Public, 
Damage), Automobile (Personal Injury, Property 
Physicians, Druggists, Owners and Landlords, Elevator, 


9,115,416.08 
00 


Fidelity Bonds; Surety Bonds; Accident, 
Teams (Personal Injury and Property 
Damage, Collision, Fire and Thefts, 
Vorkmen’s Compensation—Steam 
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20 THE EASTERN 


UNDERWRITER 


August 18, 1916. 





J. C. WILSON, J. S. EDWARDS, 


An opportunity for rapid advancement is offered to men 
who are willing—and willl. 


FOR AGENCY CONTRACTS ADDRESS 


H. M. HARGROVE, Vice-President 
BEAUMONT, TEXAS 


American Central Life 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 


All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 














Pensions for Individuals 
Pensions for Superannuated Em- 
ployees of Business Institutions 
Pensions Instead of Legacies Under 
Wills and Trust Agreements 


We can use a few high grade salesmen in this fruit- 
ful, rapidly growing field 


The Pension 
Mutual Life Insurance Company 
PITTSBURGH, PA. 





WORTH KNOWING 


Suppose that you are insured in the United Life and Accident Insur- 
ance Company of New Hampshire for $5,000 under the Company’s Triple 
Indemnity Plan, what does your Policy guarantee to do? 


ANSWER: 


FIRST, it guarantees that in case of death from any cause, $5,000, the face of the 
Policy, will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or DOUBLE the 
face of the Policy, will be paid. 

THIRD, that in 6f death from certain SPECIFIED accident, $15,000, or THREE 
TIMES the face of olicy, will be paid. : 

BUT THIS IS ALL. The Accident Disability Endorsement FURTHER guar- 
antees that in case of total disability as a result of accidental injury, the Company 
will pay direct to YOU at the rate of $50 PER WEEK during such disability, but not 
to exceed 52 weeks, after which the weekly indemnity will be at the rate of $25 PER 
WEEK throughout the period of disability. Can insurance do MORE? An 
should any man be satisfied with a policy that would do less? The cost is low. 

Agents wanted in Maine, New Hampshire, Vermont. Connecticut, Pennsylvania, 
North Carolina, South Carolina, Tennessee, Georgia, Delaware, Maryland, Mississippi, 
Kansas, Missouri. An opportunity for Life Insurance Salesmen of ability. Address: 


United Life and Accident Insurance Co. 


Hmoe Office, United Life Building - Concord, New Hampshire 











THIS IS 1,000 ISLANDS’ MONTH FOR 
200 HAPPY BANKERS’ LIFE MEN 


BANKERS LIFE COMPANY, DES MOINES, IOWA 








SPECIAL AGENCY OPENINGS 
FOR 


OHIO and ILLINOIS 


PHILADELPHIA LIFE INSURANCE CO. 


JACKSON MALONEY, Manager of Agencies 
PHILADELPHIA 
ALL STANDARD FORMS OF LIFE INSURANCE POLICIES 











Rossia Insurance Company 


HARTFORD, CONN. 


REINSURANCE 














WILLIAM C. SCHEIDE & CO,., Inc. 
HARTFORD, CONN. 
Re-Insurance in All Branches 































San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 


Liverpool 


U. $. Gash Assets, Dec, 31, 1914 $14,814,383.94 
Surplus, «=. 0 Re 
Losses Paid by Chicago Fire, 1871!  3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire, 1904 1,051,543.00 








mmo Fondon 
ann Globe 
Insurance Zo. 


CIMICED 





Over $147,000,000.00 


Losses Paid in the United States 








HENRY W. EATON, Manager 

G. W. HOYT, Deputy Manager 

HUGH R. LOUDON, Assoc. Deputy Mgr. 
J. B. KREMER, Asst. Deputy Manager 
T. A. WEED, Agency Superintendent 


NEW YORK OFFICE 
80 William Street 








